


LIFE INSURANCE EDITION 


THURSDAY, MAY 5, 1921 | 








y, 
| The National Underwriter | 


cA Wider ——qy '2 i 


* 
if 
ee 
zl 


Field—An In- > ce 
creased Opportunity 


UR Agents can sell policies on the annual 
premium plan, up to $3,000, to young men and 
young women as young as age 2—protective insurance 
and Educational and Business Start Endowment Insurance. Nii \ 
This extension of the age limit for Ordinary Insurance down to ‘ 
age 2 helps our Agents considerably. We issue Participating and 
Non-Participating Policies. As regards adults, we write contracts 
with Double Indemnity provisions covering any kind of fatal accident, 
or with Double Indemnity provisions covering fatal travel accident 
only, as may be desired. We issue policies with waiver of Pre- 
mium and Disability Annuity or Instalment Payment features 
We insure males and females at the same rates. 


a “THE OLD COLONY LIFE 
a ey i SRS yy INSURANCE COMPANY 
-_ of CHICAGO, ILL.” 














NANA 


\ Ben Franklin wrote— 
“As you will by that time have learned a quarter of a 
century o f uninterrupted service is a decent warrant of 








STABILITY for any business concern. 
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Views on Business Getting and Agency Building 


Frank H. Davies, Vice-President of Equitable Life of New York, Discusses 
Present Life Insurance Conditions—Has Been to All of Country's Principal Cities 


RAN H. DAVIS, vice-president 
F <i the Equitable Life of New York, 

has been traveling in the field and 
coming in close contact with agents 
since March 5. He has presided as 
chairman at 53 company agency con- 
ventions held in various parts of the 
country. His present tour, being made 
with three other officials of the 
Equitable, will conclude about one 
month from now. Mr. Davis is thus in 
an excellent position to know present- 
day life insurance conditions. He has 
been right on the ground. He has been 
talking to men who have been writing 
business, has discussed their problems 
with them, knows the prevailing condi- 
tions, and is in a position to speak with 
some knowledge of the subject. What 
Mr. Davis has to say about life insur- 
ance and the men in the field, and what 
they are thinking and doing is really an 
exceptionally accurate mirror of to- 
day’s life insurance scene. Mr. Davis’ 
observations are well worth the careful 
study of every life insurance man. 


Why New Men Are 
Not Hard to Get: 


“Getting new men is the simplest 
thing that a general agent or manager 
has to do today,” said Mr. Davis, “or 
at least our men have found it so. There 
are a number of reasons for this, but 
they can probably be roughly placed 
into three main groups. 

“First, business houses of all kinds 
have been compelled to reduce their 
traveling forces. They have called men, 
good men, in off the road. They have 
not been able to keep up with past pro- 
duction records. Wholesalers, jobbers 
and merchants are not buying. The 

market has been reduced, with the re- 
sult that all sorts of business institu- 
tions have been absolutely forced to 
dispense with the services of some very 
high-grade men. These are now avail- 
able to the general agent who has his 
weather eye out for new material. 

“Second, the depressed financial situa- 
tion has made necessary a general re- 
organization in the principal business 
institutions in the country. Depart- 
ments have been merged. Various ac- 
tivities have been consolidated. There 
has been a reduction all along the line. 
Big business houses have been faced 
with a necessity of arbitrarily reducing 
their working forces from 10 to 30 per- 
cent. This has meant that in the weed- 
ing out process some good men have 
been left without jobs. They have not 
been dropped for inefficiency or lack of 
ability, but.simply because the business 
being done did not warrant their being 
continued on the pay roll. Some of the 
best new men that have come to us have 
been those whom our agency managers 
found in these circumstances. 

“Third, we find that a number of ex- 
service men are just now commencing 
to find themselves. They are beginning 
to get their feet on the ground. They 
are getting a definite idea of what they 
want to do. They are losing the feeling 
of restlessness that possessed so many 
overseas men that returned to this 


country. The trouble with probably 
half of the men who served in the army 
was that after the return to civilian life 
they could not get down to cases, could 
not apply themselves, could not con- 
centrate, and as a result were rather 
dissatisfied with themselves. Now they 
are getting back into a state of 
normalcy, and many of them make ex- 
cellent life insurance men. We have 
contracted with a number, and prac- 
tically all have made good records.” 


Remarkable Ten-Day 
Record Shows Possibilities 


“Now as to business. Can it be writ- 
ten? Is there any significance in the 
fact that it is easy to get new men? 
Does this mean that it is hard to write 
business? There is usually a close re- 
lationship between these two factors. 
I can answer that question best by tell- 
ing you that the Equitable Life held a 
special contest from April 1 to April 10 
in honor of President W. A. Day. It 
was the original intention to write 1,000 
applications a day during this period. As 
a matter of fact, in the first 10 days 
of April the field men of the Equitable 
Life of New York wrote 15,286 applica- 
tions for $55,000,000 of business. This, 
it must be admitted, is life insurance 
production on a tremendous scale. It 
shows what can be done. It gives us 
all an idea of the possibilities. 


Failure Not Possible for 
Well-Equipped Man 


“My own idea is that failure for the 
well-trained, fully informed, efficient, 
life insurance salesman is no longer pos- 
sible. The public has a decidedly im- 
proved appreciation of life insurance. 
But at the same time it must be remem- 
bered that with the added appreciation 
of life insurance has come a _ wider 
knowledge of the business. The man 
in the street is today not utterly unin- 
formed regarding life insurance. He 
knows something about it. He is, then, 
naturally more discriminating in the 
matter of who is going to sell him life 
insurance. He will not buy it from a 
man who has no intelligent approach, 
gives evidence of not knowing what he 
is talking about, and in many respects 
seems to be the wrong sort. The life 
insurance buyer has a keener sense of 
what he wants and whom he wants to 
buy it from. The agent who can do 
little more than find the cost of the 
policy in the rate book is out, and out 
permanently, so far as life insurance is 
concerned. But if the poor agent is 
through, the good agent is just begin- 
ning. If the public’s appetite for life 
insurance has been sharpened, is it not 
true that the real agent can get much 
further these days than formerly? 
There never was a better chance for the 
life insurance man who knows what he 


is doing and why he is doing it. There 
is no longer any room for the agent 
who goes into an office knowing only 
that he wants to sell the first victim he 
encounters some life insurance, gets a 
chilly reception and exits in confusion. 
There is no reason why such an individ- 
ual should be given any business. But 
there is a better chance than ever for 
the man who is analyzing his cases, 
who is making an intelligent effort to 
meet the life insurance needs of his 
prospects, 


What Is Meant by 
Intelligent Selling 


“Just what does that mean? It means 
that agents should be, and many are, 
selling a man a definite life insurance 
program. For instance, an agent goes 
in to see & prospect and finds in the 
first place that he has a $7,000 mortgage 
to meet. Perhaps he discovers that 
there is a dependent crippled child. He 
may learn that the prospect carries no 
income insurance. He may find out 
that provision has not been made for 
this, that or the other contingency. Per- 
haps he cannot sell his prospect all that 
he eventually expects or intends to, but 
he can provide for the most vital need 
and sell the rest later on. Suppose an 
agent finds that a man carries $25,000 
worth of life insurance. This does not 
necessarily mean anything. It usually 
means only that from time to time the 
man has been sold life insurance by one 
agent or another, but that he has pur- 
chased it with no definite thought in 
mind, or with the idea of rounding out a 
carefully planned life insurance pro- 
gram. He has picked up one policy 
here and another there, and happens to 
have a total of $25,000. Perhaps he 
should only be carrying $10,000 or per- 
haps he should have at least $75,000. 
The amount of life insurance that any 
man carries indicates absolutely nothing 
to the agent until that particular man’s 
needs have been learned. It is selling 
of this kind that the Equitable and other 
companies are developing, and that will 
as time goes on develop, not only a fine 
class of life insurance producers, but 
considerably increase the total volume 
of business written by all companies. 


Nature of Changes 
Equitable Is Making 


“The Equitable Life is making some 
radical departures in putting its new 
program into effect. We have aban- 
doned general life insurance conven- 
tions. We are permanently through 
with the idea of bringing all of our field 
force in to the home office for one big 
“Hip! Hip! MHorray!” meeting. We 
believe that meetings of that character 
are not the most effective. It is our 
idea to hold three-day sales conventions 
such as we have on this trip, and during 








The National Underwriter is delayed 
considerably this week in going to press 
because of the printers’ strike in Chi- 
cago. Almost all late news matter is 
omitted because the linotype men went 


out Monday forenoon before the week’s 
grist of news came in. The edition is 
reduced in size. By next week condi- 
tions will again be normal and the reg- 
ular issue published. 








those meetings to get right down to 
cases, to eliminate the hot air, and to 
indulge in nothing but practical discus- 
sions. We have compiled seven agents’ 
manuals from which an agent can get 
the heart and soul of the life insurance 
business. In these manuals are con- 
tained answers to stock objections, sell- 
ing ideas, definite examples of how to 
present life insurance, illustrations of 
how to handle a man under given cir- 
cumstances, etc. The agent is not told 
that the life insurance business is won- 
derful, that it holds great opportunity, 
and that a fortune awaits the life insur- 
ance salesman who will go to work, but 
our manuals simply tell a man how to 
do it, and by following the instructions 
a new agent can go out and start writ- 
ing business almost immediately. 


Manager Is Pivotal Man 
in Educational Program 


“The educational idea in life insur- 
ance is growing. All companies will 
engage in some sort of an educational 
program sooner or later. Some will 
carry it further than others, but the 
training and equipping of new men can 
no longer be ignored by any company. 
In studying this question and experi- 
menting with the various phases of 
educational work, we have come very 
decidedly to the conclusion that the suc- 
cess of any educational work rests 
almost entirely with the manager. He 
is the pivotal man. It is a waste of 
time to try to educate agents over the 
heads of managers. The manager is the 
man that the agent has close contact 
with. The agent brings his cases to 
the manager. He talks things over with 
him. He gets advice from him. He 
looks to him for help. The manager 
exerts a wide and powerful influence, 
and can either put the finishing touches 
to the educational work that a com- 
pany may do with an agent, or he may 
ruin everything. In other words, 
agents cannot be educated and trained 
and the manager ignored in the process. 
The manager or general agent must 
have a large part in the proceedings or 
good results cannot be obtained.” 





Continental Life Changes 


The Continental Life of Wilmington, 
Del., announces that Vice-President 
Charles R. Churchman has been re- 
lieved at his own request of the duties 
and title of actuary, in order to give 
more time to the general supervision 
of the business. Adolph A. Rydgren 
has been appointed actuary. He has 
been actuary of the Cleveland Life and 
got his training in the actuarial depart- 
ment of the New York Life. The posi- 
tion of assistant actuary held by Lester 
A. Bosworth has been abolished. Mr. 

3osworth has been made actuary of the 
research bureau. The position of audi- 
tor has been abolished, and Otley E. 
Simpers, who held that position has 
been made treasurer and assistant sec- 
retary to succeed the late John D. 
Kurtz. 
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URGES INCOME PLAN | 
IN SMALL POLICIES 





H. O. Williams Believes Agents 
Should Insist on Monthly 
Income Plan 





MISTAKE HAS BEEN MADE 


Female Beneficiaries Need Protection 
in Caring for Benefit 
Received 





M* H. O. WILLIAMS, §assistant 
superintendent of agents of the 
Northwestern Mutual Life, believes that 
life insurance men make a mistake in 
not insisting on the monthly income 
plan, even in small policies. Mr. Wil- 
liams says that if there is danger in a 
beneficiary handling a large lump sum 
of money, there is greater danger in a 
woman, especially, handling a smaller 
sum. Mr. Williams believes that a 
woman who has a iarge amount of 
money come into her possession will 
undoubtedly get the advice of a lawyer, 
a banker and some good business man 
as to the proper course to pursue in 
investing it. A woman who has from 
$1,000 to $4,000 coming to her as life 
insurance will probably not think it 
necessary to get advice as to what to 
do with it and it is soon dissipated. Mr. 
Williams, therefore, contends that the 
monthly payment plan should be sug- 
gested to everybody holding protection 
policies. 
Should Allow More Latitude 


Speaking further, Mr. Williams says 
that many life men are making a mis- 
take in tieing up as tight as a drum 
the monthly income plan and not leav- 
ing the beneficiary any leeway. A man 
takes out his insurance and makes the 
provisions to apply on the condition 
that he might die tomorrow. The con- 
ditions stipulated in his policy remain 
the same regardless of the fact that the 
children are much farther advanced in 
years, perhaps are out of the dependent 
stage, or at least are only semi-depend- 
ent. Mr. Williams states that in case a 
man has minor children and he desires 
to care for them, he should have a con- 
dition stipulating that the installments 
should be the number equal to carrying 
the youngest child through high school. 
For instance, it can be said that chil- 
dren are through high school at age 18. 
If, therefore, a child is five vears old 
and the father dies, the installments 
should continue for 13 years. In other 
words, under this provision the present 
age of the child would be subtracted 
from 18 and the installments made to 
cover that number of years. This will 
hold the family together and accomplish 
what the mother’s pension law en- 
deavors to achieve. After the children 
are educated, then they can shift for 
themselves and help take care of the 
mother. 


Beneficiary Should Decide 


Mr. Williams declares that the num- 
ber of installments should be left with 
the beneficiary so that there can be some 
elasticity. If a widow, for example, 
finds that certain conditions have to be 
met, she can gauge the number of in- 
stallments to conform with the situa- 
tion. Where the number of installments 
are absolutely fixed, the beneficiary has 
no choice. The family can thus decide 
at the death of the assured just what 
course to take. It will depend very 
much on the age of the children. Mr. 
Williams: said that if the children are 
grown up and are able to shift for them- 
selves, then the mother can reduce the 
number of installments, so that she can 
get the largest possible monthly income. 
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STATISTICS OF INDUSTRIAL COMPANIES 








operation of industrial life insur- 
ance companies of the United 
States, which includes transactions in 
Canada, have been compiled by the 


GS crer interesting statistics on the 


INSURANCE ITEMS 
Industrial Insurance in Force............ 











Prudential. By “industrial” is meant 
weekly premium life insurance, and not 
health or accident insurance or monthly 
premium life insurance. The tables are 
as follows: 


Number of 

Companies 

Reporting Number 
25 47,608,804 


POLICIES 
Amount 
$ 7,031,676,624 


Ordinary Insurance in Force............eeee% 21 5,617,882 6,875,259,100 
Industrial and Ordinary Insurance in Force... 25 53,226,686 13,906,935,724 
Industrial Insurance Issued, Revived, Increased — 7,745,912 1,500,666,393 
Ordinary Insurance Issued, Revived, Increased — 1,335,635 1,869,615,504 
Indust, and Crd. Ins. Issued, Revived, Increased —_ 9,081,547 3,370,281,897 
Industrial Ordinary Totalt 
Premium INCOME ...ccecccccccccccecee sHonesonn, 049 $214,750,883 $ 469,436,832 
tC oc tcckneesannebeneen kes 298,388,477 259,012,023 558,578,360 
Claim Payments, including Mortuary 
SSP rar eer ae 69,586,019 61,668,574 131,254,593 
Industrial Dividends ......... oe EEEE”)=—s_s obweteesenene 4 © 00 SOR eadanseee 
Total Payments to Policyholde - 89,127,055 83,090,166 172,318,693 
Total Disbursements, all purpose - 183,262,489 137,193,505 326,248,277 
Reserve on Insurance in Force... . 884,144,823 917,846,907 1,801,991,730 
ee ce atc cen ne B6akesente Sieh weeane 1,966,809,838 
Liabilities (Including Capital Stock).... w.ccccccee  cevccvccs 1,890,097,302 
76,712,536 


Unassigned Funds (Surplus).......... s 





. ,271 
other dividends 


of this amount represents 





mortuary and $12,948,078 represents 


t Total includes some amounts not divisible into Industrial and Ordinary. 
RESUME, 1910-1920 


Pour. 


Industrial to Industrial 


Paw > > icv 
Industrial Industrial = 4a eanen sy Reserve bey piled 
Premium Claim Policy- anne one Plus 
Income Payments holders tn oear? Industrial 
goenerve 
ncerease 
1910 $109,510,535 $37,143,007 $ 45,128,890 $ 28,098,628 $ 73.227 518 
1911 116,904,962 39,090,490 49,002,707 31,910,106 80,912'813 
1912 125,224,393 41,245,918 52,601,384 41,647,825 94,249,209 
1913 133,767,046 44,542,306 57,442,253 46,049,835 103,492,088 
1914 143,290,619 47,926,020 64,067,359 43,378,401 107,445,760 
1915 154,293,399 49,107,021 66,492,581 51,897,197 118,389,778 
1916 164,966,333 54,635,165 72,049,045 66,124,188 138,173,233 
1917 178,980,442 59,161,651 77,660,796 65,523,922 143,184.718 
1918 196,408,962 89,503,638 110,515,615 67,153,715 177,669,330 
1919 225,097,027 67,054,013 88,598,561 92,306,786 180,905,347 
1920 254,685,949 69,586,019 89,127,055- 101,607,871 190,734,926 








DROPS SALE OF STOCK 





CHANGE BY MOUNTAIN STATES 





Will Not Be Combined Hereafter With 
Sale of Insurance, Denver Com- 
pany Announces 





The Mountain States Life of Denver, 
which has been object of attacks in 
several western states in connection 
with its plan of selling stock with in- 
surance, has abandoned that plan, ac- 
cording to a letter sent by the company 
to the commissioners of all the states 
in which it operates. According to this 
announcement agents for the Mountain 
States will hereafter not be permitted 
to sell or offer for sale, or to take sub- 
scriptions for the sale or resale of any 
stock in the company. Leslie E. Hub- 
bard has been named by the Mountain 
States Service Company, with the ap- 
proval of the insurance company, as 
fiscal agent for the resale of stock 
and it is stated that he will be the 
only person who will offer for sale or 
resale stock in the Mountain States 
Life, except, of course, individual hold- 
ers of stock may sell their own stock. 

The company states in its letter to 
the commissionérs and in another cir- 
cular letter sent out to its agents that 
this method of resale of its stock was 
adopted for the purpose of eliminating 
criticism and that this change in plan 
is not to be construed as implying 
that the former method of sale of stock 
was improper or waiving any right 
which the company has to sell insur- 
ance in any manner that is not in 
violation of the laws of the state of 
Colorado. 








While the assured can provide for 
monthly income, Mr. Williams believes 
that some latitude should be given the 
beneficiary as to number of install- 
ments and that some consideration 
must be given to changing conditions. 


J. O. Karstrom, secretary of the Amer- 
ican Bankers Life of Chicago, returned 
from the Nashville office. A. C. Lovell is 


SEEKS UNCLE SAM’S AID 


GREAT INDUCEMENT IS MADE 





Emissary From Ireland Seeking to Get 
United States Life Company for 
That Land 





NEW YORK, April 27.—An emis- 
sary from Ireland is in this country 
taking up the subject of life insurance 
in Ireland with some of the United 
States companies. He represents a 
syndicate of bankers and business men 
that are anxious to get one of the prom- 
inent companies to agree to comply 
with the laws and write life insurance 
in Ireland. He is telling the company 
officials that a large number of Irish 
people are prejudiced against the Eng- 
lish companies and do not like to pur- 
chase life insurance from them. He is 
holding out some very fine induce- 
ments. 

He is meeting with considerable dif- 
ficulty in even getting a hearing on the 
subject, as the tendency of the times 
since the war has been to restrict for- 
eign operations. The New York Life, 
Equitable Life of New York and Mu- 
tual Life had a fine European business. 
The Guardian Life of this city operated 
in Germany. The New York Life still 
does business in Canada, Japan, Ar- 
gentina, Brazil, Chili, Australia and 
Cuba. It is out of Europe so far as 
new business is concerned. The Mutual 
Life does business in Canada, but is 
not operating even in South America. 
The Equitable operates in Canada. 

The companies as a rule feel that 
the danger of getting involved with 
foreign countries and bringing on very 
unfavorable complications is too great. 
The big fellows had a taste of it during 
the Great War. The possibility of fu- 
ture war- in Europe is far from remote. 
With the present turbulence in Ire- 
land, it is not an attractive life insur- 
ance field. 

F. P. Manly, president of the Indian- 


apolis Life, is in Chicago this week. He 
will make a thorough inspection of the 





southwestern manager for the company, company’s Illinois agencies. 





LIFE BUSINESS 
NOT DECREASING 


Old Lines Persist Very Well De- 
spite General Depression— 


Premium Collections Poor 


SOME RISKS BEING WRITTEN 





Employers of Labor Realize Necessity 
of Group  In- 
surance 


NEW YORK, May 3.—Eastern com- 
panies that aggressively seek group 
life insurance report a very fair persis- 
tency to the business, despite the con- 
tinued depression in industrial and 
commercial circles, and also manage to 
write a respectable amount of new 
risks. This latter condition underwrit- 
ers attribute to their improved agency 
organizations, many efficient solicitors 
who heretofore have centered solely 
upon individual business having taken 
up the group idea. They find it easy 
to talk to large employers of labor, who 
carry substantial policies upon their 
own lives, about granting protection to 
their employes. These men have al- 
ready been sold upon the idea of life 
insurance, and need but to be con- 
vinced as to the practical effect of the 
group theory. ; : 

Of course group insurance is not sold 
as freely in times of general business 
depression, such as now obtains, as 
when plants are working full time and 
with complete forces, but it is true that 
where only limited staffs are continued, 
these constitute picked men whose serv- 
ices are deemed particularly valuable 
and hence all possible inducements are 
held out to keep them satisfied, for upon 
the resumption of plant activity they 
would prove the nucleus around which 
the completed force would be built. In 
industries calling for skilled workers, 
the numbers of which are compara- 
tively limited, manufacturers are espe- 
cially anxious to hold their forces intact 
so far as possible, appreciating the ex- 
pense and difficulty they would be put 
to in attempting to get them together 
upon the resumption of activity if they 
were allowed to scatter. This consti- 
tutes one of the reasons for holding on 
to group insurance, the value of which 
employes are learning to appreciate 
more and more. It is said by company 
men that not a few manufacturers are 
continuing to pay for the protection 
of their men, even though the latter 
have been laid off for a time. 


Premium Collections Poor 


The collection of premiums, it is ad- 
mitted, is poor, and there have been a 
number of policy cancellations; the lat- 
ter, though, being surprisingly small 
when general business conditions are 
considered. Company men seek not 
only to sell the group insurance idea to 
the labor employer, but to his employes 
as well, realizing that if the indemnity 
be not well thought of by the latter, it 
will not be long continued. Interest on 
the part of the assured is stimulated 
through a series of educational leaflets, 
and where the groups are large enough 
to justify the expense, by a series of 
illustrated lectures. By far the best ad- 
vertisements, of course, are paid claims, 
for immediately a loss occurs the fact 
is known by all employes, and as these 
are promptly taken care of, the news 
is heralded far and wide and has a most 
beneficial effect. 

While new business was slow during 
the first three months of the year, a 
distinct improvement is reported since 
April 1, and underwriters are hopeful 
that the gain will continue. 
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LITTLE ATTENTION 
TO LIFE INSURANCE 


Get Slight Consideration at the 
Meeting of Chamber of 
Commerce 


WOODS NOT CALLED ON 


Representatives Present Leave the 
Meeting When Their Class Gets 
the Cold Shoulder 





ATLANTIC CITY, May 3.—As 
the fire insurance company officials 
were rightfully disgruntled at the treat- 
ment accorded them by the nominating 
committee of the Chamber of Com- 
merce of the United States, at the ninth 
annual gathering of the organization 
concluded here last week, so the life 
agents were incensed at the failure of 
the management of the insurance group 
to accord their division of the business a 
fair place upon the program, and some 
of the delegates from the National As- 
sociation of Life Underwriters who at- 
tended the first day’s proceedings re- 
fused to stay longer and left that 
evening. When on the afternoon of the 
27th, the topic of “Insurance as a Credit 
Factor” was considered, the life men 
assumed naturally that they would be 
given opportunity to talk upon it, and 
with that thought in mind, E. A. Woods 
of Pittsburgh, prepared an address and 
was ready with illustrative charts to 
further emphasize his several points. 
Neither at the time nor subsequently 
were the life men called upon, hence 
their disgust with the general program 
and their determination that unless bet- 
ter treatment is assured them another 


year they will have nothing more to do 
with the organization. 


Company Officials Present 


Company officials present at the 
divisional meetings included Vice- 
President Robert L. Cox and Assistant 
Secretary J. V. Barry of the Metro- 
politan Life; Henry Moir, vice-presi- 
dent of the Prudential. General agents 
in attendance were J. K. Voshell, Bal- 
timore; F. W. Ganse, Boston, Graham 
Wells, New York, and E. A. Woods, 
Pittsburgh. 


Sales Tax Advocated 


Mr. Moir spoke upon the taxation of 
Life Insurance, noting that these im- 
posed upon the business in 1920 aggre- 
gated not less than $35,580,000 for all 
of the companies, diminishing by over 
17% percent the dividends of the com- 
panies to their stockholders. When the 
subject of a Federal tax was consid- 
ered by the insurance men, and they 
were asked to indicate their preference 
as between several submitted plans, F. 
W. Ganse advocated the sales tax 
method, holding it to be by far the 
most direct, equitable and easily col- 
lectable of any thus far proposed. 
From these views many dissented; some 
holding for an extension of the income 
tax, others favoring a refunding plan. 
A ballot vote was taken upon the ques- 
tion, though with what result could 
not be learned. 





Wisconsin Fraternal Bill Killed 


The Wisconsin bill to regulate the rates 
of contributions and the segregation of 
funds of fraternals has been indefinitely 
postponed. The assembly committee which 
held hearings on the bill reported it for 
postponement after receiving hundreds 
of petitions from members of the Mod- 
ern Woodmen and other fraternals, 
against the bill. 








LIFE 
TAKES OVER AMERICAN 


NORTHERN ASSURANCE’S DEAL 





President Ayres Works Out Plan to 
Purchase the Stock of Des 
Moines Company 


The Northern Assurance of Detroit 
is now taking over the American Life 
of Des Moines, purchasing the con- 
trolling interest in the capital stock of 
the lowa company. The Northern As- 
surance has been going over the Ameri- 
can Life and its business, finally decid- 
ing to close the negotiations that have 
been on for some time between the two 
companies. President Clarence L. 
Ayres of the Northern Assurance has 
purchased 2,069 of the 2,500 outstanding 
shares of the capital of the American 
Life. The agreement embodies the pur- 
chase of the remaining 431 shares at 
the same price. Most of the shares now 
being purchased are owned by the direc- 
tors of the American. The plan is to 
consolidate the Northern Assurance 
and the American. This will be con- 
summated by June 30, and the com- 
bined company will show assets of 
$6,250,000; premium income, $2,250,000; 
total income, $2,750,000; insurance in 
force, $70,000,000, and an agency plant 
producing from $20,000,000 to $25,000,- 
000 a year. 


Plan to Finance Deal 


In order to finance the deal the 
Northern Company of Detroit is selling 
12-year first collateral trust 8 percent 
gold bonds, for the purpose of purchas- 
ing the American Life. The Northern 
Company has $300,000 paid-up stock 
and $500,000 authorized. The Northern 
Company will bear no operating ex- 
pense, all such, as well as the financing 
being assumed by the Northern Assur- 
ance. The contract with the Northern 
Assurance provides for the payment of 
$600,000 with interest at 8 percent in 
specified monthly installments for a 
period of 12 years. The payments will 
retire both the bonds and stock by a 
sinking fund. 


American Life’s Career 


The American Life began business 
May 1, 1899, as the American Life asso- 
ciation, an assessment company. It was 
reincorporated as a stock legal reserve 
company in 1900. It has $200,875 capi- 
tal and about $3,000,000 assets. Its in- 
surance in force is over $30,000,000. It 
has had a very good record and its 
business has persisted. The two main 
insurance factors in the company are 
Vice-President A. E. Hindman and Sec- 
retary and Agency Manager J. C. Grif- 


fiths. 
Ayres the Big Factor 


The Northern Assurance started in 
business in 1907 and has had a continu- 
ous growth. President Clarence L. 
Ayres is the founder of the company 
and is the big man in the institution. 
President Ayres is not only a good 
financial man but is a high-grade organ- 
izer and successful handler of men. Mr. 


Ayres has selected investments that 
have yielded a good return. He has 
built the company very solidly. The 


Northern has confined itself to Michi- 
gan, Ohio, Indiana and Pennsylvania. 


National Fidelity Enters Minnesota 


The Minnesota department has just 
issued a license to the National Fidelity 
Life of Sioux City, Ia. On entering 
Minnesota the company is completing 
the appointment of a number of prom- 
ising agencies in St. Paul, Albert Lea, 
Austin, Worthington, Luverne, and va- 
rious other points. 

The company now operates in six 
of the best states of the middle west 
and is steadily developing a compact 
organization whose efficiency is being 
increased by constant training and 
study. 
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| LINCOLD MAKES COMPLAINT | 





EDITION 


NOT GIVEN A HEARING 


Says American Life Convention Com- 
mittee Did Not Treat It Justly 
in Recent Case 





It is understood that the Lincoln Na- | 
a complaint with | 


tional Life will file 
the American Life Convention as to 
the method pursued in investigating the 
charges made against the company that 
it was using deceptive advertising. It 
seems that a general agent of the Lin- 
coln National who has been in close 
competition with an agent of the West- 
ern Reserve of Muncie, Ind., published 
in the local paper of his town a com- 
parison of figures, showing the Lincoln 
National as of Dec. 31, 1920, and the 
other companies as of Dec. 30, 1919. 

The Western Reserve filed complaint 
with the executive committee of the 
American Life Convention. The Lin- 
coln National declares that it was not 
given a hearing on this complaint. The 
executive committee held a meeting at 
the time that the medical section was in 
session at Excelsior Springs. Secretary 
Franklin B. Mead of the Lincoln Na- 
tional was at Excelsior Springs, but was 
not called before the executive com- 
mittee. He heard a rumor that some 
complaint had been filed against the 
company just as he was leaving. The 
story got into the papers that a seri- 
ous charge was made against the Lin- 
coln National for violation of ethics in 
advertising. The Lincoln National took 
the position that it should have been 
granted a hearing when complaint was 
made. 


Wants Advertising Approved 


In the current issue of the Lincoln 
National agency paper, Vice-President 
Walter T. Shepherd calls special atten- 
tion to the fact that no agent is author- 
ized to put out any advertising without 
having the matter approved by the com- 
pany. He makes this statement: “Our 
attention has been called to a certain 
advertisement which has been published 
by one of our general agents. The copy 
used in this advertisement was of such 
a character that it would not have been 
approved by the company. The adver- 
tisement was published without our 
knowledge or consent, with the result 
that a situation has developed which is 
most embarrassing to the officers of 
this company. We are not discouraging 
publicity. We only insist on stopping 
the wrong kind of publicity. The kind 
may be meant all right by the agent, 
but is all wrong from the standpoint 
of ethics and good business.” 


Analysis of War Claims 


The War-Risk Bureau has calculated 
its claims. The statistics are interest- 
ing and show that tuberculosis was the 
worst enemy the men had in the serv- 
ice. Of all disabilities 44.6 percent are 
due to tuberculosis. Of the 99,625 
deaths covered by the War-Risk Insur- 
ance Bureau more than 90 percent oc- 
curred in the army, about 3 percent in 
the marine corps and 6 percent in the 
navy. As to permanent total disability 
85 percent occurred in the army, 2 per- 
cent in the marine corps and 13 percent 
in the navy. Fifty-two percent of all 
the army deaths and 44 percent of all 
disabilities occurred among infantry 
men. There were killed in action 39.3 
of all the deaths. Influenza caused 
18,446 deaths, but it would seen that 
this figure is not as large proportion- 
ately as was found among civilians. In- 
fluenza and pneumonia accounted for 
95.4 percent of the cases of death due 
to disease and only 4.6 percent of the 
disabilities due to disease. Rheumatism 
caused 98.5 percent of the cases of dis- 
order resulting in compensable disabil- 
ity and only 1.5 of the deaths. 

At the quarterly meeting, the directors 


of the Federal Life declared the usual 
quarterly dividend of 2 percent. 


FIND “RECESSION” IN 


| SALES BUT NO SLUMP 





Chicago Managers and General 
Agents Discuss Present 
Business Situation 


‘IS REALLY NEAR NORMAL 





Should Not Be Compared With 1920— 
Called Largely a Psychological 
Condition 





Despite the change in business condi- 
tions from last year, characterized by 
and general 
“slight recession” but cer- 
“slump,” the public still is 
and always will be in the market for 
life policies. 


some Chicago managers 
agents as a 


tainly not a 


This is substantiated by 
the figures of one agency, which show 
the character of policy purchasers for 
the first three months of 
Sixty occupations are 


this year. 


shown on this 


list and included among them are rep- 
resentatives of the professions and in- 
dustries supposed to be the hardest hit 
by readjustment. This leads the agency 
to believe that industrial conditions are 
not such a serious factor in writing life 
policies as is generally claimed. 


Is Question of Psychology 


L. Brackett Bishop, of the Massa- 
chusetts Mutual, said that it is entirely 
a question of the psychological effect of 
panic talk. He said: “I have been in the 
insurance business for 32 years and 
have gone through the Spanish war, the 
great war, the panics of 1893 and 1907, 
all of them, and if you will look at my 
record of production through all these 
years you will be unable to distinguish 
between the years of depression and those 
of big business. This continued produc- 
tion is a result of my having refused to 
entertain the scare talk always prevalent 
in hard times. There is the trouble—too 
many spend so much time reading about 
the slump, the hard times and the diffi- 
culty of selling, that they have no time 
left to sell. All big producers will agree 
with me that production is big and-con- 
stant as long as they do not let the 
idea of poor business bother. The 
psychological factor is of tremendous 
importance and if all men selling insur- 
ance would realize this, there would be 
no falling off in sales.” 


Not Pushing Fancy Policies 





There does not seem to be any ten- 
dency to originate new policies or to 
feature fancy policies in order to create 
a market. R. E. Spaulding of the Mu- 
tual Life of New York said: “I always 
have and always will feel that the ordi- 
nary, plain talk and specialization on 
the old, straight life policy is the best. 
Show the prospect that he will gain the 
maximum of coverage at the period of 
his life when it is most needed.” 

George Hoffman of the Guardian 
Life said: “There is no special need for 
more than the usual care in selling cam- 
paigns. The men must now work to 
sell, but it is the old style of work. We 
are having success in a wide circulariz- 
ing campaign and to accomplish the 
best results we are specializing on one 
policy, but there is no special reason 
for this as based on the present condi- 
tions. The most important individual 
selling argument is to get your pros- 
pect to think of the future. Make him 
look 20 years ahead and with the evi- 
dence of the ‘march of life’ show that 
he must eventually fall into one of the 
classes shown by the figures. It is dif- 
ficult for an individual to see beyond 
the present and very much so to look 
far into the future. Get the prospect to 
do this and he is sold.” 

(CONTINUED ON PAGE 7) 
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THE RIGHTS OF 
THEINDIVIDUAL 


AND THE SAFEGUARDS 
OF INDIVIDUAL RIGHTS 


IGHTS and duties are personal. Pleasure and pain 
R are personal. The combined rights of individuals 
make up the rights of nations, and the “rights” of 
nations sometimes clash. It was for the protection 
of these individual rights that Americans entered the war; 
it was to defend these rights that we raised vast armies, 
disciplined and equipped them, and sent them overseas to 
fight. It was for individual rights that our men fought so 
heroically. Their victory is a victory for individual rights. 
Laws and Courts and treaties and baliffs and armies 
are properly the safeguards of individual and national rights. 
The first law of mankind was club-law,—the law of the 
strongest—the law of the jungle. The ultimate law,—the 
law toward which Democracies are struggling,—will be the 
law which gives every individual his rights, harmonizing 
them with other men’s rights. E 

In a Democracy men are assumed to have been born with 
certain inalienable rights which are protected and restrained 
by laws which men themselves more or less directly make 
and execute. 

Laws are not rights; they should define rights and be 
their safeguard. 

Apply this reasoning to Life Insurance and see how 
reasonable and how imperative it becomes. ; 

The wife, who is the home-maker, and who, while 
making the home, loses the opportunity to earn an inde- 
pendent income, has the right to some sort of protection 
against the risk of her husband’s death. Children have a 
right to be well brought up and well educated. These rights 
should be safeguarded as against the death or total dis- 
ability of the husband and father. In most cases there is 
no safeguard except Life Insurance. , 

The rights of the individuals,—husband, wife and chil- 
dren,—are written in the policy, and are further safeguarded 
by the accumulations of the insuring company and by the 
laws under which it operates. You can’t live real democracy 
without insuring your life. 

The New York Life Insurance Company issues a Policy 
insuring against the risk of death or total disability. Be- 
hind each Policy is seventy-four years of experience, abundant 
resources, and the supervision of laws that define and main- 
tain the rights of individuals. 


» NEW YORK LIFE INSURANCE Co. 
346 Broadway, N. Y. 


DARWIN P. KINGSLEY, President 














THE GOLDEN WEST; YOUR GOLDEN OPPORTUNITY 


California State Life Insurance Company 


SACRAMENTO, CALIFORNIA 
Insurance in force $38,782,271 Assets in excess of $4,200,000 
Capital and Surplus $684,153.80 


Splendid opportunity for ambitious, energetic Insurance Salesmen to 
represent our Company in California and Texas Territory 











Write J. R. KRUSE, Vice-President and General Manager 











HOME LIFE INSURANCE COMPANY 
of America 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 


This Comp issues all modern forms of policy contracts from age 8 
months next birthday to 60 eats. : ’ 
Industrial policies are in full immediate benefit from date of issue. 
ry ~ contain a valuable Disability clause and are guaranteed 
by State Endorsement. 
GOOD CONTRACTS FOR LIVE AGENTS 


Executive Offices, No. 506 Walnut Street, Philadelphia, Pa, 
BASIL S. WALSH, Pres. JOSEPH L.DURKIN,Secy. JOHN J. GALLAGHER, Treas. 














INCONTESTABLE 


Comment on Some of the Features in the Case Before the 
Illinois Supreme Court 


CLAUSE DIVISION 
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BY JOHN 


of Illinois handed down an opinion 

in the case of Ramsay, Adminis- 
trator, Etc., Appellee, vs. Old Colony 
Life, Appellant, in which was consid- 
ered the effect of the one-year limita- 
tion as to contestability of life insur- 
ance policies under an incontestable 
clause like that contained in the policies 
of practically all the companies. This 
case, I have understood, was made a 
test case by the joinder of many com- 
panies in employing eminent counsel to 
present it to the supreme court. 


Facts in the Case 


The facts were these: On Sept. 7, 
1916, the Old Colony issued a policy 
on the 85-year endowment plan with 
the estate of the insured, the beneficiary. 
It contained the usual incontestable 
clause, to the effect that the policy was 
incontestable after one year except for 
nonpayment of premiums. The insured 
died April 13, 1917, about seven months 
after the issue of the policy, from an 
attack of delirium tremens. An admin- 
istrator of the insured’s estate was not 
appointed until July 19, 1918, over 15 
months after the insured’s death. On 
Nov. 7, 1918, about three and one-half 
months after the issue of letters of ad- 
ministration, the administrator sued at 
law on the policy contract. Not until 
May 12, 1919, nearly 10 months after 
administration on the estate, did the 
company file a special plea averring 
specifically the defense. The adminis- 
trator plaintiff demurred to this plea, 
the trial judge sustained the demurrer, 
the company stood on the plea and the 
case went up to the supreme court on 
the question raised by demurrer. 


O* April 21, 1921, the supreme court 


Effect of Demurrer 


The reason for the delay in filing a 
specific plea in bar is not shown by the 
record. It may have been caused by 
delay in bringing the suit or by an 
earlier plea of non assumpsit, the gen- 
eral issue, having been filed. As there 
was no dispute as to the facts, evidently 
counsel concluded to plead specifically 
and to have the question raised on de- 
murrer. The effect of a demurrer is to 
admit the truth of the facts in the 
pleading demurred to, when such facts 
are what the law calls “well pleaded,” 
that is, when germane to the cause of 
action, averring on the defendant’s 
theory of the law of the case a com- 
plete defense. The effect of the de- 
murrer is to have the court decide 
whether the facts set out in the plea 
do present a defense under the law. 
Where the plea sets out all the facts, 
the plea is not usually amended to com- 
port with the ruling sustaining the de- 
murrer. The pleader elects to stand on 
the plea. The opinion in this specific 
case states “the defendant elected to 
stand by its demurrer,” manifestly an 
inaccurate expression, as the defendant 
did not demur. The plaintiff demurred 
to the defendant’s plea and the de- 
fendant stood by ‘his plea. 


Said Answers Were False 


The plea set out that the answers of 
the insured, in his application to ques- 
tions as to his habits in the use of in- 
toxicating liquor were false. The plea 
averred that such answer was material, 
false, known to the insured to be false 
and were made for the purpose of in- 
ducing the company to issue the policy; 
that the company believed the answers 
to be true and, relying on them, accepted 
the application and issued the policy; 
that it did not discover the falsity of the 
answers until July 1, 1918, after the 
death of the injured. All this the de- 
murrer admitted to be true and prayed 
judgment on the theory that such facts 
did not constitute a defense to the cause 
of action. 

So the supreme court squarely con- 
sidered the following questions: 


R. MceFEE 


1. The meaning and the validity of 
the incontestable clause. 

2. The rights of the company within 
the one-year limitation period. 

3. The rights of the insured, if living, 
of the beneficiary after the death of the 
insured and the extent of the liability 
of the company, notwithstanding actual 
fraud, after the expiration of one year 
from the date of the policy. 

4. The legal effect of delay in procur- 
ing letters of administration, in the event 
of the death of the insured, until after 
one year from the date of the policy. 


Meaning and Validity of Clause 


It may be well to consider these seri- 
atim., 

1. The meaning and the validity of 
the incontestable clause. 

The manifest effect of the clause is to 
preclude, after one year, defense even 
against fraud. That is, the effect is to 
give an incontestable right to the pay- 
ment of the policy, if the premium be 
paid, after one year, on the death of the 
insured, even though fraud of the most 
flagrant character were practiced in pro- 
curing the policy. This is true, notwith- 
Standing the fact that fraud vitiates all 
it touches. It is beyond the power of 
parties to a contract to contract directly 
against fraud. The law would declare 
void a provision in a contract explicitly 
Stating that a defense of fraud may not 
at any time be pleaded to it, so the in- 
contestable clause is not specifically a 
contract to disregard fraud. It would 
be invalid if it were so. So the attempt 
of a great company some years ago to 
have its policy incontestable from the 
date of issue failed because such at- 
tempted incontestability was a complete 
waiver of fraud, before the discovery of 
fraud, 


Courts and Fraudulent Contract 


The courts will never give effect di- 
rectly to a fraudulent contract. In the 
opinion now being.considered the court, 
therefore, says: “It is an elementary 
rule of law that fraud vitiates all con- 
tracts and, therefore, the contract was 
voidable by the company.” 

The courts even refuse to define what 
is fraud in a generalization, because to 
do so might exclude a particular instance 
of fraud. The courts reserve the right 
to declare fraud from the nature of the 
deception, from facts as they arise, so 
that precedent may not bar _ justice. 
Hence the definition of actual fraud is 
purposely left vague. 

But the law does permit parties to 
contract that fraud must be discovered 
and relief against it sought within a 
period to be fixed by contract. The 
statutes of limitation in effect do this. 
This is because of another principle 
grounded on public policy, that it is of 
interest to the state that there shall be 
an end of litigation. 


Validity Rests Not on Construction 


So, as I have time and again explained, 
that the validity of the incontestable 
clause rests, not on a construction that 
it waives fraud, but because it fixes a 
limited period during which the com- 
pany must either discover and seek re- 
lief from fraud or abandon it as a de- 
fense. Even before the second year’s 
premium is paid, within the grace period 
after the first anniversary, the company, 
I think, may not refuse the second pre- 
mium even where actual fraud procured 
the issue. The expiration of the year 
raises a bar to the pleading of any de- 
fense except that of nonpayment of pre- 
mium, that is to any defense but that 
of lapsation. The opinion here consid- 
ered specifically sets forth the doctrine 
thus: “The provision in a policy of life 
insurance that it shall be incontestable 
after one year from the date of its issue, 
provided the premiums are duly paid, 
is a valid provision, which bars the in- 
surer from making any defense against 
the policy, after the expiration of the 
contestable period, except for nonpay- 
ment of premiums, and that after the 
lapse of that period even fraud in pro- 
curing the policy is not available to 
avoid it.” 

This now brings us to the second ques- 
tion: The rights of the company within 
the one-year contestable period. 





On discovery of its fraud the company 
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READY — BEST'S ANALYSES 


ves Pe Uses 
This Most Serviceable Publication 


ready for immediate delivery, contains (besides a very full analysis of policy forms and most 
complete dividend illustrations, 1921 scale): 
Premium Rates 
Even ages 20 to 56 participating and non-participating plans. 
Cash Values 
End of 3, 5, 10, 15 or 20 year on whole life, 20 pay life and 20-year endowment forms 


BEST'S ANALYSEs 
1921 


All Companies—American and Canadian 
Maximum amount written on a single life and reserve basis shown. 
Group Insurance Section 
contains minimum basic premium rates, companies practices, policy provisions, dividend 
comments and other useful information. 
Miscellaneous Tables 

of unusual interest include (net) single and annual premiums based on the various modifi- 
cations of reserves. 

This volume, handsomely bound (pocket size, 544" x 314” x 54") has 794 pages of concrete 
information arranged compactly and so simply that it is immediately available and helps 
instead of confuses the solicitor 

Price Per Single Copy $2.00 


(Reduced rates for quantity orders.) See that we have full shipping directions. 


Alfred M. Best Co., Inc., 75 Fulton St., New York 





























BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Home Office: Lincoln, Nebraska 


Assets . . . $18,600,000.00 


Pickre.i, Nepraska, April 1, 1921. TWENTY PAYMENT LIFE POLICY 
Vr. H. S. Wilson, President, Matured in the 


Bankers Life Insurance Co., Lincoln, Nebr. 
Deas Sen: } OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


Your General Agent just handed me your draft for $289.69 being the . 
surplus on my Twenty Year Policy. of Lincoln, Nebraska 

I now have a paid up policy for life which will pay me a dividend each year Name of insured........ Fred L. Pothast 
as long as I live which makes my total assets in cash and paid up insurance Residence Pickrell, Nebr. 
$1,289.69 while I only paid into your company a total of $524.00, in other Ausount aft i li einai nity tat $1,000 00 
words my assets have grown $765.69 by this investment besides having been T 1 hs po cy 3. esl -cealag phaitat dai ’ , 
protected by $1,000.00 insurance for the past twenty years. I consider this otal paid in premiums........ 524.00 
one of the very best investments a man can make. SETTLEMENT 

Thanking you for your promptness, I am Total cash paid Mr. Pothast $ 289.69 

Yours truly And a Paid Up Participating 
FRED L. POTHAST. Ss asa vesveccesiens 1,000.00 


If interested in an agency or policy contract write Home Office, Lincoln, Nebr. 
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must, within the year following 
proceed in chancery to cancel the policy, 
if the insured be living. It 
insured be dead, within the year, still 
proceed in chancery against the bene- 
ficiary or against the administrator, if 
one be appointed, where the estate is 
the beneficiary. If the company be sued 
within the year, it may—provided it 


pleads within the year—plead the fraud | 


in bar. The plea of the general issue in 
all the states, I think, permits fraud to 
be shown by evidence in the trial, al- 
though not specifically pleaded. But it 
would be unsafe to file a general issue 
plea, which simply denies all the mate- 
rial allegations of the declaration which 
sets out the cause of action, and to rely 
on proof of fraud at a trial which may 
occur at a time beyond one year from 
the date of issuing the policy. 


Rights of the Insured 


In the case here reviewed the plea was 
not filed until May 12, 1919, whereas the 
insured died April 13, 1917. Hence. the 
court considered the third question, 
which may be called: 

The rights of the insured, if living, of 
the beneficiary, if the insured be dead, 
and of the company, after one year from 
the issue of its policy. 

The insured’s rights—notwithstanding 


issue, | 


may, if the | 


the fraud—is to pay the second premium 
| after it is due, The right of the bene- 
ficiary, if the insured be dead, is abso- 
lute if the second premium be paid, and, 
in my opinion, if running on grace. The 
| company’s right to defend against fraud 
is barred if the second premium be paid, 
probably if it be carried on grace. This 
is so, provided the company has not been 
by law prevented from asserting its 
| defense or from proceeding in chancery 
on a bill for cancellation. In the case 
considered, the company, after discov- 
ery of the fraud within a year, found 
no representative of the estate and no 
| administrator to sue. 


Legal Effect of Delay 


This then brings up the fourth ques- 
tion: 

The legal effect on the incontestability 
clause of delay beyond a year from the 
date of issue of the policy in procuring 
administration on a decedent policy- 
holder’s estate. 

In effect this raises this question: Can 
the parties entitled to administration de- 
lay application 
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may apply for letters of administration. 
In the case considered, application for 
administration was not made until the 
year expired, 


Contention of the Company 


It was contended on behalf of the in- 
surance company that the company 
would have had no standing in equity 
(that is on a bill in chancery), because 
the jurisdiction of a chancellor rests on 
inadequacy of a remedy at law and the 
company had a complete defense at law. 
It was further insisted that by the act 
of 1907, p. 370, the claimants under the 


policy had three years within which to 
bring an action at law and that the 
| defense should continue, where it once 


to the probate court for 


letters, beyond one year, and so bar the | 


may be 
period? 


from a defense that 
the contestable 


company 
urged within 


Under the law of Illinois only a creditor 


| or designated next of kin of a decedent 


existed, as long as the cause of action. 
The court, however, said: “It is obvious 
that a legal defense is not adequate or 
complete which will necessarily cease to 
exist while the cause of action remains.” 
Therefore, the court, citing a case in 
point—Ebner v. Ohio State Life, 121 
N. E. Rep. (Indiana Appellate court), 315 
—held that a bill to cancel would lie 
after death of the insured. 


How Illinois Court Held 


However, on the facts of the case be- 
fore it the supreme court of Illinois held 
that “The appellant’s right of action to 
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validity of the policy was 
necessarily in abeyance after the death 
of the insured until the appointment of 
an administrator.” 

So the vital doctrine 
Old Colony case is this: 


contest the 


declared in the 
Where a policy- 


holder who obtained a policy by fraud 
dies within one year from the date of 
issue of the policy, the running of the 
one-year limitation period stops, where 
the estate is the beneficiary. When the 
administrator is appointed, the period 
again begins to run. That is in this 
case, the policy had run seven months 


and six days when the insured died. An 
administrator was not appointed until 
15 months and six days thereafter. So 
the contestable period was “in abeyance,” 
to use the court’s phrase, that is, it 
ceased to run during the 15 months and 
€ days preceding the appointment of an 
administrator. It began to run again, 
however, after that time. So the com- 
pany should have acted, either by plead- 
ing to the suit brought on the policy if 
brought within four months and twenty- 
four or five days from the date of ad- 
ministration, that is, within one year, 
not counting 5 months and 6 days from 
the death of the insured. 


Contestable Period Expired 


The company, however, did not file its 
plea until May 12, 1919, or 9 months and 
23 days after the administrator was ap- 
pointed. So the contestable period, as 
the court computed it, had expired. This 
doctrine of the abeyance or the cessa- 
tion of the running period—the one-year 
limitation period—is, as far as I know, 
entirely new. The court cites no author- 
ity to support its conclusion on this very 
vital question. 


Law as to the Clause 


It, however, leaves the law as to the 
contestable clause unchanged, With the 
addition of this new doctrine it is this: 

1. The contestable clause is not di- 
rectly a contract against fraud. 

2. It is a contractual limitation pe- 
riod—like a statute of limitations—limit- 
ing the discovery of fraud and conse- 
quent action on such discovery. 

3. Within the one-year contestable 
period the company must act, (a) by 
proceeding in chancery to cancel the 
policy, or (b) interposing a specific de- 
fense to be set up by a specific plea and 
so made part of the record, provided an 
action on the policy contract is brought 
within the year. 

4. The right to proceed in chancery is 
not affected by the death of the insured 
before the discovery of the fraud nor 
before the chancery proceeding is begun, 
if begun within the year. 

5. Where the policy is payable to the 
insured’s estate, the running of the con- 
testable period ceases until an adminis- 
trator is appointed. 

6. When the administrator is ap- 
pointed the contestable period again runs 
and the company must plead its defense 
or proceed in chancery within the period 
of one year accounting from the date 
of issue of the policy to the date of 
death and from the date of the issue of 
letters of administration. That is, the 
company must get the question of fraud 
before a court within one year from the 
date of issue of the policy not counting 
as part of that year the period running 
from the death of the insured, if the 
insured die, until the date of issuing 
letters of administration. 


Socialists for State Fund 


Taking portions of the text of the last 


annual report of the New York Life, 
Milwaukee Socialists have reopened 
their guns in an attack on stock life 


insurance and in favor of state funds. 
The statement in the report used as a 
text for the present publicity campaign 
refers to the use of the funds of life 
insurance companies in purchasing rail- 
road bonds. A characteristic feature of 
the attack is indicated in the following 
by E. T. Melms, prominent Socialist 
leader and co-worker with Victor L. 
Berger in Milwaukee: “It means that 
our nickels and dimes that we put into 
life insurance went into railroad bonds. 
The only escape for the working people 
is sooner or later to build up their own 
insurance companies or for the state to 
do so.” 


J. B. Duryea of Duryea & Finley, gen- 


eral agents for Northern California for 
the Penn Mutual, has returned to San 
Francisco from Denver where he gave 


two lectures on life insurance salesman- 
ship before the insurance class of the 
University of Denver. 
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FRAUD CASE PENDING 


McCOMB RAPS GOULD COMPANY 


Oklahoma Actuary Charges Fraud— 
Head of Concern Would Repay 
Money to Policyholders 





OKLAHOMA CITY, OKLA., May 
5.—Action on the petition of Commis- 
sioner Hardin for a permanent injunc- 
tion against the Gould Investment In- 
surance Company of this city, has been 
postponed until May 25. The tem- 
porary restraining order was continued 
in effect until that time. 

T. J. McComb, actuary for the State 
Insurance Department and former Ok- 
lahoma commissioner, declared in 
testifying that the company is perpe- 
trating a fraud, and added that if H. 
H. Gould, president, does not know it, 
“He is incompetent to be entrusted 
with any funds.” Mr. McComb de- 
clared also that if the state court does 
not stop the company from doing busi- 
ness the Federal government will take 
action against it “for advertising 
$5,000,000 assets when the officers know 
they have not more than $500,000 in 
assets.” 

Gould pleaded with the court for an 
opportunity to repay to policyholders 
all that they have paid in, so that he 
might make a new start on a new plan. 
He asserted his attorneys gave him in- 
correct advice when the company be- 
gan to operate on the present plan. 


FIND “‘RECESSION”’ IN 
SALES BUT NO SLUMP 


(CONTINUED FROM PAGE 3) 

The proper classification of business 
conditions this year was mentioned by 
Mr. Bishop and also by J. F. Oates, of 
the Northwestern Mutual, who said: “I 
would not call this a slump, but rather 
a slight recession. It must be remem- 
bered that normalcy for this year would 
be about 85 percent of 1920, which was 
so abnormal as to be out of considera- 
tion. Volume of business has lost 
slightly, but considering this relation- 
ship, it is now about normal. The fu- 
ture cannot be foretold, but indications 
are for a good year. The salaried man 
is no worse off than before and with 
lowered cost of living there should be 
more for the insurance. And there 
should be an increase in business in- 
surance through the realization of the 
results of misfortune in these difficult 
times.” 

In speaking of these changed condi- 
tions, one of the agents said: “Those 
days are over. Last year we could not 
keep out of the way of business. But 
now that conditions are changed and 
the men must work to sell, it is no mis- 
fortune, rather a good thing.” 


New Special Agents 


A special session of the life, accident 
and group training school of the Trav- 
elers was held at the home office from 
March 14 to April 9, and the following 
special agents were graduated: Clar- 
ence J. Gray, New York City; Barnett 
Kenimer, Atlanta; William O. Kuempel, 
New York City; Joseph D. LeMoine, Que- 
bec; Raymond McBain, Duluth: Roscoe 
H. Ogle, Kansas City: Marion D. Page, 
St. Louis: W. W. Ringle, Albany, N. Y.:; 
John F. Rogers, New York City; Morris 
A. Smith, New York City. 





North Dakota Figures 


The preliminary report of the North 
Dakota department shows new business 
of $63,208,783 written in that state last 
year, which is far in excess of any pre- 
vious year’s record. The Northwestern 
National Life led the companies repre- 
sented in the state with $6,928,665. 


R. E. Bishop of Little Rock, Ark., died 
April 19 in a hospital in St. Louis, Mo. 
Mr. Bishop was district agent for the 
Travelers and was well known through- 
out Arkansas. 
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When? Never! 


“When will The Lincoln Life let up 
in its drive for business?” 


“Never” is our reply. 


When ambition wanes decay begins. 
When agé¢gressive push for business 
slackens the sinews of strength become 
flabby. When service ideals are low- 
ered the heart of the organization is 
weakened. 


The pride of The Lincoln Life is in 
its high service standards. It will 
maintain them by continuing to write 
all the good business it can get. 


You are assured that the superior 
service of The Lincoln Life will carry 
on in the quick issuance of policies, at- 
tention to policyholders, and the prompt 
payment of claims, when you— 
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The Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character’’ 


Lincoln Life Building 
Fort Wayne, Indiana 


Now more than $170,000,000 in Force 
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Moving Into a Glass House 


Lire insurance is moving into a glass 
house, and into one which has often 
been the target for stones thrown by 
life insurance men. It is the field of 
disability insurance. Not that life in- 
surance men have condemned the acci- 
dent and health insurance idea, but 
they have said uncomplimentary things, 
and have intimated that disability poli- 
cies are worded so as to avoid just 
claims. 

The objectionable things about which 
life insurance men have been known to 
comment have been the result of re- 
stricted and limited policy contracts. 
But never has a disability company of- 
fered as restricted and limited form of 
disability coverage as is being sold to- 
day in the permanent disability clauses 
carried in the, modern life insurance 
policy. 

The fact is, that most of the trouble 
that disability companies have had 
with restricted forms, has been due to 
the fact that the policyholder has the 
idea that the policy offers better protec- 


Keeping in Touch 


W. E. Nicuots of the New York Lire 
in Chicago, one of the great writers 
of the country and a man who has ren- 
dered a big service to his clients, to 
the agents of his company and to the 
agents of other companies, says that 
if business is worth putting on the 
books in the first place it is worth keep- 
ing there. Mr. NicHois advises agents 
to keep in the closest possible touch 
with their customers ,rendering every 
kind of and it that 
their life insurance wants are met. He 
believes that much can be done to check 


service seeing to 


tion than it does, and when his claim 
is rejected, not having read his policy, 
he is surprised, disappointed, and 
“peeved” 

This condition is due partly to poor 
memory of the average human, and 
partly to poor, careless or unscrupulous 
salesmanship. Life insurance, with a 
permanent disability clause attached, is 

n” for the same trouble, and for the 
same reasons. There are many life in- 
surance men today—few in comparison 
with the total number, it is true—who 
are talking disability insurance with a 
natural death benefit and taking appli- 
cations for life insurance, with the per- 
manent disability clause. This is a rep- 
rehensible practice, and should be 
checked whenever possible. The man 
carrying life insurance with a perma- 
nent disability clause is not thereby in- 
sured against loss of time from accident 
and disease, and valuable as the clause 
is, it would be better if it had never 
sold, if such methods are not 
done away with entirely. 


With Policyholders 


the ravages of twisters by keeping in 
closer contract with one’s policyhold- 
ers. Mr. Nichols said that those 
of his own policyholders that have been 
disturbed by twisters were those that 
he felt were beyond the insurance buy- 
ing age, and he had not called on them 
for two or three years. He declares 
that a man should call on all of his 
policyholders, once and perhaps twice 
each year. 

This is sound advice from a man who 
had made a big success in his work and 
studied deeply. 


been 


Building the Reading Habit 


A VETERAN in a well established eastern 
general agency was asked recently what 
the agents associated with him read, 

“Not much of anything beside news- 
papers,” was his reply. 

The agency represents a company that 
urges study of insurance by its repre- 
sentatives but does not urge it in a strenu- 
It issues an educational house 
organ. According to this veteran, that 
is about the only piece of insurance lit- 
erature that is read consistently. 

While the company and the agents are 
the losers by this omission THE NATIONAL 
UNDERWRITER has never felt that it was 
the duty of the companies or their general 

induce agents to read THE 

UNDERWRITER or any of its 
publications. For years THE 


UNpeRwWRITER has been spend- 
to get subscribers to point 


ous way. 


agents to 
NATIONAL 


affiliated 
NATIONAL 
ing money 





out the benefits of reading insurance pa- 
pers, to actually get agents not only to 
subscribe but to read. The traveling 
representatives of THE NATIONAL UNDER- 
WRITER worked consistently along this line 
in 1920 and thus served not only them- 
selves and their paper, but the agents 
who were induced to subscribe and the 
companies who will benefit by better 
posted and more alert representatives. 
One of these ten men alone turned in over 
800 individual subscriptions to THE Na- 
TIONAL UNDERWRITER, THE INSURANCE 
SALESMAN and other periodicals issued by 
the associated NATIONAL UNDERWRITER 
and Roucu Notes CoMPANIES. 

These ten men, who thus served the 
insurance agents, the insurance companies 


and the advertisers in THE NATIONAL 
UNDERWRITER, are continuing their per- 
formance this year. 


C. J. McCary & Co., general agents 
of the Chicago agency of the Penn Mu- 
tual Life, have established a new de- 
partment to be managed by John R. 
McFee. Mr. McFee is recognized as a 
leading authority on income insurance 
and inheritance taxation in connection 
with life insurance. He will personally 
aid all agents under contract with C. J. 
McCary & Co. in presenting the taxa- 
tion argument to prospects and make 
clear the most effectual methods of 
closing individual cases. The legal 
questions arising in such cases will be 
clearly met and court decisions and de- 
partment rulings affecting the taxation 
laws will be pointed out and explained. 
Mr. McFee will also give accurate in- 
formation and counsel as to wills and 
testamentary dispositions generally of 
property including the meaning and re- 
quirements of trust deeds and trust set- 
tlements of estates. He will prepare 
for the agents special forms of applica- 
tions needed in taxation cases and such 
legal documents as may be needed. 


Mr. McFee will also instruct the 
agents how to approach the man of 
property. He will particularly give and 


explain a model sales talk for the pres- 
entation of life insurance as an indis- 
pensable need for furnishing indemnity 
against involuntary property liability, 
which faces all property owners. This 
service will be entirely gratuitous in 
connection with all business to be han- 


dled by C. J. McCary & Co. 


Dr. E. G. Simmons, vice-president 
and general manager of the Pan-Amer- 
ican Life, is not only prominent in life 
insurance circles as an executive but 
he has gained distinction in golfing cir- 
cles. The other day in the big golf 
tournament at New Orleans at the 
Country Club when the finals of the 
“Golfers Magazine” trophy tournament 
were played, Ted Simmons beat his 
brother, Fisher. Ted Simmons is the 
youngest son of Dr. Simmons. The 
young fellow was going strong and had 
eight up at the thirtieth hole of the 
scheduled 36. That ended the match. 
At one stage of the first nine holes, Ted 
was three down. The sporting writers 
pay high compliments to both the Sim- 


mons’ boys golf playing. Fisher Sim- 
mons was recently elected assistant 
secretary of the Pan-American Life. 
Dr. Simmons himself is “some pump- 
kins” on the golf links, as some of the 
crack players in the American Life 
Convention have recognized. 


Noah G. Keim, for many years as- 
sociated with Albert Wilt, in the firm 
of Keim & Wilt, general agents for 
the International Life in West Virginia, 
died recently at Elkins, W. Va. He had 
been prominent in Republican politics 
in West Virginia, and served for a num- 
ber of years as state senator. His 
most notable legislative achievement 
was the workmen’s compensation act 
of West Virginia, of which he was the 
author. W. Keim, a nephew, has 
succeeded to membership in the firm, 
known as Wilt & Keim. 


now 
Arthur J. Birdseye of Hartford, 
Conn.. general agent of the Mutual 


Benefit for a number of years, died last 
week. Mr. Birdseye was one of the 
best known men in New England. He 
was very hospitable, companionable, 
and was a noted entertainer. He was 
formerly general agent of the Neder- 
land Life at Rochester, N. Y. Later 
he became superintendent of agents of 
the Mutual Benefit in Ohio under Gen- 
eral Agent L. D. Drewry and was lo- 
cated at Cleveland. 


-- 


Chester A. Flitcraft of Oak Park, 
Ill, son of A. J. Flitcraft of Oak 
Park, Ill., who founded the “Life In- 
surance Courant,” has joined the 
Bokum & Dingle general agency of the 
Massachusetts Mutual at Chicago. Mr. 
Flitcraft is the youngest son of the 
Flitcraft family. He graduated from 
the University of Michigan in 1910 and 
then joined the staff of the “Life In- 
surance Courant.” 


W. E. Nichols, a well known New 
York Life insurance man, will leave 
for a trip abroad during the coming 
summer and will be gone for six 





months. 











RULINGS ON PREMIUM DEDUCTION 





according to a recent ruling of 

the Treasury Department, life in- 
surance premiums taken on the lives 
of officers of corporations where the 
life insurance is taken on the officers 
as a precautionary measure to secure 
indebtedness or loans of banks, such 
premiums are deductible as a legitimate 
expense in the corporation’s income 
tax return. 

Can you furnish us with a copy of 
this ruling, or some information per- 
taining to same that will enable us to 
secure such information as we desire 
from the Treasury Department? 


* * * 


Answer—We find that you misunder- 
stand the ruling of the Treasury De- 
partment in the matter of life insur- 
ance premiums being deducted from the 
income tax return. Premiums cannot 
be deducted from the income tax re- 
port when the policy is taken out on 
the life of an officer of a corporation. 
There have been two rulings on this 
matter. The first one made no mention 
of life insurance taken out on the lives 
of corporation officers, but the second 
one contains a specific clause pertaining 
to this. For your information I shall 
give you the text of the ruling and ask 
that you note the last paragraph. 
“Section 214 (a) 1, Article 101—Busi- 
ness Expenses—Office Decision 396 
(Bulletin 6-20), holding that premiums 





paid on a life insurance policy required 
as collateral for a loan are deductable 





construed. The policy must have been 

taken out for the sole purpose of using 
it as security for the loan. A taxpayer 
is not permitted to deduct the premium 
paid on a policy taken out prior to the 
negotiations for a loan and fater as- 
signed to the lender as security for such 
loan. The subsequent assignment of 
the policy to the lender is merely inci- 
dental to the purpose for which the 
policy was secured and no additional 
expense is incurred or loss sustained by 
virtue of its temporary use as collateral. 
The increase in the cash surrender of a 
policy accruing during the period it is 
used as collateral is not to be considered 


7 understand that |as a business expense, is to be statatty 


| in computing the net income of the per- 


son who pays the premiums. 

“A corporation which takes out a 
policy on the life of one of its officers 
for the purpose of using the policy as 
collateral may not deduct the premiums 
paid therein.” 


Figures on Iowa Business 


Commissioner Savage of Iowa, in 
completing his preliminary report for 
1920, states that 20 of the 22 life insur- 
ance companies in Iowa paid claims of 
$9,571,100.04 in 1920. These companies 
have insurance in force of $1,136,527,476. 
The largest amount carried by any one 
company is $555,483,313 and the smallest 
carried by any Iowa company is $536,- 
500. The 67 companies with home 
offices in other states writing in Iowa 
have insurance in force in Iowa of 
$624,342,186. 
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| WITH INDUSTRIAL MEN 














INDUSTRIAL MEN AND LAPSES 


Greatest Losses Likely to Be on Work- 
ers Who Have Taken Out Large 
Ordinary Policies 





NEW YORK, May 3.—Lapses are 
going to be much heavier during the 
present year than they have been in 
the past five years. Everybody admits 
that. Lapses are already on the in- 
crease. Companies are as much wor- 
ried about conserving the business now | 
on the books as anything else. It is 
recognized that a certain amount of 
business will have to go. It cannot be 
held. The question is, on what class 
of business is the lapse ratio to be 
heavier? What kind of business is go- 
ing off the books? 








In discussing this phase of the situa- 
tion an official of one of the big indus- 
trial companies said: 

The prospects that the industrial man 
calls on have, as a class, prospered more 
in recent years than anyone else. The 
working man has had more money to 
spend than he ever had before in his life 
and he has spent it. Do not think that 
the industrial agents of the country have 
been asleep. They have not. They have 
been reaping a harvest. They have writ- 
ten more business than they ever 
dreamed they could write in their wild- 
est moments. 


Have Gone Too Fart 


But the big point to consider right | 
now is that they have written a very | 
large volume of ordinary business, They | 
have seen that their people could pay | 
for better policies, consequently their | 
percentage of ordinary production has | 
very greatly increased. They have | 
moved policyholders up from the indus- | 
trial and intermediate classes to the | 
ordinary life class. They have been sell- 
ing a lot of 20-payment and endowment | 
contracts. As a matter of fact (and this | 
is the point that I am trying to make) 
they have gone too far in this direction. 
Policyholders that have been moved up 
several notches in this way are going 
to be the ones that will drop their poli- | 
cies, | 

There is a certain type of laboring man | 


‘jer in the 


that the industrial policy was designed 
for. This man may prosper temporarily 
but in the course of time he will drop 
back to his old level. He should own 
industrial insurance and should not have 
anything else. 


Where Lapse Will Come 


The thing I want to make clear is that 
the industrial business is not going to 
suffer very much, but that the industrial 
agent who has changed a big proportion 
of his policyholders over to another and 
higher priced plan is going to lose a lot 
of his business. It is inevitable. These 
people will help drop back into the in- 


dustrial class. Those who have kept 
their industrial policies in force, that 
have perhaps bought a larger amount 


than they used to carry, are not going 
to be very much affected if they will be 
able to keen the thing going. It is pay- 
able in a way that makes it easy for 
them to handle. The working man car- 
rying a fairly large policy on the annual 
basis is going to find himself burdened 
with something that he cannot keep up. 
A $5,000 policy may have been all right 
last year or the year before when the 
laboring man was getting more than 
enough to pay for it, but it will soon be 
too much after the wage readjustment 
has been made, 


New Prudential Superintendents 


Arthur Devine, assistant superintend- 
ent of the Prudential at St. Paul, is made 
superintendent of the new district that 
has been organized in Kansas City, Mo. 
He started with the Prudential as cash- 
Racine, Wis., office, May 29, 
1905. He was later transferred to Jack- 
son, Mich., and later on to St. Paul. He 
was made assistant superintendent in 
St. Paul, March 30, 1914. 

Clarence F. Owens has been appointed 
superintendent at Norfolk, Va. He has 
been assistant superintendent at Wash- 
ington, D.C. He was made an agent at 
Washington in 1898. 

Charles M. Rankin, recently assistant 
superintendent in Louisville, Ky., has 
been made superintendent of the newly 
created district at Richmond, Va. He 
has been with the Prudential since July 
24, 1909, when he was appointed an agent 
at Louisville. He was later placed as 
assistant in charge of the detached office 
in Connersville, Ind., and, on Feb. 22, 
1915, was transferred to Louisville. 
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New Policies, Premium Rates, Dividends, Surrender Values and all Changes in 
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cago has announced four new policies. 
the first is 


guaranteed monthly income of $100 a 
month to the beneficiary for life. If the 


matic savings arrangement whereby a 
child is enabled to receive $1,000 in cash 
atter making deposits with the company 
Over a period of 20 years. 


the death of the child all premiums 
paid plus 25 percent will be returned. 
Any time after the child attains the age 
of 12 years the policy may be converted 
upon evidence of insurability to a full 


FARMERS NATIONAL POLICIES | 


Four New Contracts Are Announced 
by the Company Which Will 
Give Broader Service 


The Farmers National Life of Chi- 


life continuous 
providing a 


a whole 


monthly income policy, 





yeneficiary dies, the income is contin- | 


ued to the heirs of the latter until 240 
monthly payments have been made. For 
the protection of the assured a monthly 
income of $100 is provided for him 
after he has become totally and perma- 
nently disabled from any cause before 
attaining age 60. 
double accident clause, the double bene- 


It also carries the 


fit being paid in a lump sum. 
The next policy is the child’s 20-year 
endowment policy. This is a_syste- 


In case of 





$1,000 death benefit policy maturing at 
the same time as the original policy by 
the payment of $2 a year additional 
premium. 
from 1 to 15 is $40 a year. 


tion endowment at age 18. 
is designed to enable a parent to guar- 
antee that his child will have sufficient | 
funds to obtain a university education. 
To accomplish this the policy is payable 
$500 a year for four years, the first pay- 
ment being made at age 18. The com- 
pany will issue this policy on children 
from six months to eight years of age. 
The death benefit provided by this pol- 
icy is 125 percent of the premiums paid. 
The premium at age 1 is $96 a year. 


age 60. This contract has been designed 
to aid the assured to provide something 
for himself in his later years, while at 
the same time affording protection to 
his family should he die before age 60. 
The policy carries the total and perma- 
nent disability benefits. 
sured is receiving the disability income 
when the policy matures as an endow- 
| ment, the disability income shall con- 
tinue thereafter as if the policy had 
not matured. 
policy at age 60 the assured may elect 
to have the policy paid in the form of 
a monthly income to himself. 
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Public 


ife Insurance 
Company 


Incorporated As a Stock Company Under The Laws of the State of Illinois 





Capital, $500,000.00 





LOUIS NAROWETZ, President 


Ordinary and Industrial Insurance Issued 


at All Ages From One to Seventy 


ALFRED CLOVER 
General Manager, Chairman Board of Directors 


J. W. SINGLETON, Secretary 


WILLIAM SCHAARE, M. D. 
Chairmen of the Medics! Board 





CHICAGO 


HOME OFFICE: 
108 South La Salle Street 
ILLINOIS 














The premium at all ages 


The next policy is the child’s educa- 
This policy 


The next policy is the endowment 


In case the in- 


Upon maturity of the 





The next contract is the endowment 








reat Opportunity 


Indiana 


The Franklin Life Insurance Company 
has just entered Indiana and has some 
excellent openings there for General 
Agents. 
Company. 


Contracts direct with the 


The Franklin is making phenomenal 


progress, having reached the $100,000,- 
000 mark May Ist. 


For information write the Home 


Office. 


Springfield, Ill. 
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The Northwestern Mutual Life 
| RU LES " Insurance Company was the pioneer 

. in establishing rules to protect itself 
and its agents against evils which de- 
moralized the business. 





























For twenty-seven years it has enforced a stringent 
Anti-Rebate Rule. 


For twenty-three years it has observed a No Brokerage 
Rule which prohibits the acceptance of business 
from, or the payment of commissions to, other than an 
agent of the company. Exception only is made in the 
case of legitimate surplus business and then only from 
a licensed agent of another company upon an anti- 
rebate agreement from him. 


For more than twenty-eight years it has adhered to its 
present Civil Service Rule which provides that all ap- 
pointments to general agencies shall be made from those 
already connected with the company and otherwise 
qualified. 


To the literal ¢nforcement of these rules is attributed, 
in large part, the success, high character and the loyalty 
of the agency force of 





Se > 
COMPANY 


Milwaukee Wisconsin 

















j. ©. LUAGMAN, President DR. ANDREW JOHNSON, Secretary 


International Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 








MUTUAL TRUST 
LIFE INSURANCE 
COMPANY 


Insurance in force . . . » ~ $70,000,000 
Assets .. . . 6,000,000 


FULL LEVEL PREMIUM RESERVES 


Youngest Company in America to Discard Preliminary 
Term Valuations 


Is licensed in Massachusetts and 13 other healthy States 


CAN: QUALIFY ANYWHERE 


NOW ORGANIZING MONTANA AND IDAHO 


A REAL COMPANY for REAL MEN 


If you want to grow, address 


Home Office, 30 N. La Salle St., Chicago, III. 








at age 65. This policy is similar to the 
endowment at age 60 except that it ma- 
tures at age 65 and therefore, carries a 
lower premium. 


Columbia Life 


The Columbia Life of Cincinnati has 
just issued a new policy, a “personal life 
income annuity” which provides for a 
monthly income (minimum amount $10) 
beginning at the policy anniversary 
nearest the age 50, 55, 60, 65 or 70 as the 
applicant may choose when making ap- 
plication. After the income begins, pay- 
ments will be made for 10 years certain 
and as long thereafter as the insured 
may survive. Should death occur prior 
to the date the income begins, a sum 
equal to the total gross premiums re- 
ceived by the company without interest, 
shall be paid to a designated beneficiary. 
The contract is issued without medical 
examination and is primarily designed 
for declined applicants or risks not ac- 
ceptable on the regular plan. The pro- 
vision in the policy for change to some 
regular plan at any time after the in- 
sured is able to pass a _ satisfactory 
medical examination appeals to appli- 
eants declined on account of some 
temporary impairment. The premiums 
at age 35 are as follows: Beginning at 
age 70, $17.39; beginning at age 65, 
$26.65; beginning at age 60, $40.91; be- 
ginning at age 55, $64.06; beginning at 
age 50, $104,82. 


Central Life of Kansas 


The Central Life of Fort Scott, Kan., 
has just ordered a refund of extra war 
premiums collected during the war, to 
policyholders now maintaining their 
policies. 


Union Central Life 


The Union Central Life is preparing 
to write double indemnity insurance and 
has its clause before the various in- 
surance departments for approval. The 
company has been issuing the total and 
permanent disability clause for some 








time. 





Mutual Trust Life 


The Mutual Life of Chicago has now 
gotten out its new permanent and total 
disability rates. Under the new clause 
$10 a month indemnity will be paid in- 
stead of $8.33. It has also amended the 
clause so that no waiting period is re- 
quired, the indemnity starting at once. 





| LOCAL ASSOCIATIONS 











BUFFALO, N. Y.—The Buffalo asso- 
ciation members and their friends en- 
joyed a dinner last week, followed by 
an evening of fun furnished by talented 
members who put on some clever stunts, 
sketches and music. Before the pro- 
gram, 22 applicants were elected to mem- 
bership, bringing the total to more than 
200. 

Heretofore the regular monthly meet- 
ings have been addressed by authorities 
of national reputation on topics of in- 
terest to life insurance men and this 
will be the general plan in the future. 
That these meetings have the approval 
of the members is proved by an average 
attendance of over 150. 

*x * 

BIRMINGHAM, ALA.— The Alabama 
Association held its annual meeting last 
week with 50 members in attendance. 
Frank Fitts of Tuscaloosa, general man- 
ager of the Pacific Mutual, was the prin- 
cipal speaker, his subject being 
Methods of Closing Business.” 
gates urged that Mr. Fitts attend the 


ham May 9. 
Herbert J. 
Birmingham Association, 
at the meeting, reported on the sales 
conference in Atlanta last week. 


Baum, 


State Life’s Western Convention 


The State Life of Indiana will hold 
the annual convention of its big pro- 
ducers’ club in San Francisco 
19-20. It is understood that approxi- 
mately 100 have qualified to attend the 
gathering which will comprise the $100,- 
000 men from the western division. 


Pennsylvania has taken steps to obtain 
life insurance on each of the members, 
naming the institution as the beneficiary, 
as an endowment gift of the class. 
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BOLUS FN I 
‘V>HERE 
: fru Pencils Build N 


Good Will and Bring Results 


Turn your prospects inte 
customers and your cus- 
tomers into friends by 
presenting them with 
high-grade Advertising 
Lead Pencils, printed + 
with your advertisement. 
\ No other advertising spe- 
iy cialty costing so little 
money is so useful to 
everybody—so sure to be 
kept and used—so certain to 
make a favorable and last- 
ing impression on the minds 
of those who get them 
Samples and quotations on request 
An “Ad” in the hand is worth 1000 
in the waste basket 
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NORTH AMERICAN 
PENCIL WORKS 


501 Plymouth Ct., Chicago, Ill. 











FEDERAL UNION LIFE 
Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income”’ 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 








Agency Openings in 
Indiana 


for men who are ambitious 
to succeed 





Popular Priced Policies 





Specimen Rate 
Age 30 $14.28 
NATIONAL LIFE 
ASSOCIATION 
Des Moines, Ia. 














“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «-T Bids.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 
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SUGGESTIONS IN SALESMANSHIP 


Some Valuable Hints to Rate Book Men 








FROM MUTUAL’ LIFE POINTS 


OMETIMES a prospect tells you, 
S “I am going to take more life in- 

surance a little later, and, of course, 
I can get it at any time.” Don’t let 
him get away from you through that 
delusion. A man can’t get life insur- 
ance at any time. One man in ten is 
unable to get it at all, and when your 
prospect’s “any time” comes, if indeed 
it does come, he may be one of the ten. 
Show him. 


8 » 


Death may not destroy capital and 
collateral, although in these inheritance 
tax days it diminishes them, but the 
character and the capacity which ac- 
cumulated the capital and collateral and 
held them safe is extinguished when 
their owner goes. Character and capac- 
ity nevertheless still may be necessary 
to preserve the estate intact, and capac- 
ity is frequently lacking in executors 
and administrators. The only thing 
that can take its place is ready money, 
in sufficient volume, supplied by life 
insurance. 

* * & 

Your earning capacity is large enough 
to maintain your family. If you should 
go, your wife’s earning capacity would 
not be at all likely to equal yours, and 
therefore she could not maintain the 
family as it is now maintained, even 
with your portion of the expense cut 
out. Don’t compel her to assume such 
a burden. Relieve her by providing 
now a sure and ample monthly income. 

* 


It is an old argument, but as true as 
gospel. If you chance to be talking to 
a prospect’s wife, and she tells you that 
they have all they can do without pay- 
ing life insurance premiums, just ask 








her what she would do, with those chil- | 


dren clinging to her, if her husband 
should go and the income utterly cease. 
If she says, “Well, I should get along 
some way,” pin her down to details of 
how she would get along, and meet 
every point she brings up, illustrating 
with cases of deprivation and burden 
that are within your knowledge. Many 
an objecting wife has been won over 
by this method. 
* . * 

There are men who could not sell you 
a gold dollar at the price of a 10-cent 
piece, simply because there is some- 
thing in their personality, physical or 
moral or vocal, that is repugnant to 
you. Do you ever get off alone, and 
hold up the mirror to yourself, and take 
a good square look, to see whether or 
not there is anything in your own per- 
sonality which may be repugnant to 
others, is an obstacle to your success- 
ful approach, and therefore prevents 
your obtaining the maximum number of 
applications? Worth doing! 

* * 


Some agents have their eyes fastened 
all the time on big cases as they work 
from day to day, and they miss many a 
small one that would supply them with 
a good deal of the wherewithal that 
they lose while hunting up 
amounts. There are comparatively few 
men who move only in circles where 
only big cases are written, and the 
average man does not, and he is a loser 
if he “despises the day of small things.” 
Besides, the duty of life insurance is 
toward the man of small means who 
needs protection just as much as it is 
toward the man of larger means whose 
family may not have a need 
tionately as great. And the buyer of 
small policies is likely in time to gradu- 
ate to the class of buyers of 
policies. 

* * * 
successful salesman will teil 
you that without confidence success 
cannot be attained. You must have 
confidence that your company is as 
good as the best, that its contracts are 


Every 


the large | 





propor- 


large | 


as good as the best, that the selling of 
life insurance is one of the necessary 
and most worthy callings, that you are 
“as good a man” as your prospect, and 
that you have the ability to sell. Steep 
your whole being in confidence, and 
continuously keep yourself in that con- 
dition, if you would win. And you 
cannot fail if you are courageous with 
confidence, and work and study your 


product and constantly stydy yourself. 
* * * 


Dr. S. S. Huebner, professor of insur- 
ance haN, commerce in the University of 
Pennsylvania, says: 

‘The great mass of people live only 
within the life insurance stage and are 
removed by thousands of dollars from 
the point where they can judiciously 
become direct investors along other 


| lines.” 


Point out to your prospect that the 
great life insurance companies are safe 
and resourceful investors, successful as 
the average small investor scarcely ever 
is able to be. And the reason that 
the small investor is unsuccessful is 
that skill in the safe and profitable in- 
vesting of money is as much the result 
of special training as is the skill of the 
surgeon, the architect, the lawyer, or 
the musician. Your prospect’s earnings 
are moderate, his family’s welfare and 
happiness depend on the safe placing 
of his surplus. He cannot afford to 
jeopardize it. There is no reason why 
he should, when life insurance, a pro- 
fessional investor, will give him 
specialty service, just as his doctor or 
his dentist does. The rich man can 
afford to take chances; but disaster is 
ahead for the man of lesser means and 
for his family if he stakes and loses. 

ee@ ¢ 

His wife is a woman of ability. If 
she had not married she would have 
been successful in business or in a pro- 








fession, she would have prospered finan- | 


cially, and would have had the enjoy- 
ment of prestige and repute that suc- 
cess usually gives. She gave all this 
up to become his wife. Has he done all 


that he can to compensate her for this | 


relinquishment? If they have children, 


and there has not been a sufficient ac- | 


cumulation to protect her and 


those | 


children from want and to give her and | 
them some of the comforts and pleas- | 
ures which single she might have pos- | 


sessed, he has not treated her squarely 


unless he has insured his life, ‘to the | 
limit of his ability if necessary, for her | 
benefit. The head of the family is sup- 


posed to be the only one of the two | 


who is capable of supplying the good 
things of life. In any number of cases, 
however, the wife is the brains of the 
partnership. She deserves at least a 
comfortable life if the man for whom 
she sacrificed so much should untimely 
pass on. 
* * * 

We heard the other day of a capitalist 
who had a heavy investment in hides. 
Many life insurance men had tried to 
interest him, 
him a reason why he, a rich man, with 
ample resources of credit, should take 

(CONTINUED ON PAGE 12) 


but none was able to show | 
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Improved Disability Provision 


gy may be made as soon as disabilily occurs—no probationary 


Payments begin immediately on approval of claim—no proba- 
tionary period. 

Monthly payments, lifelong, conditioned on permanence of dis- 
ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 


Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 


For terms to producing Agents address 
The Mutual Life Insurance Company 


of New York 
34 Nassau Street, New York 

















_ 
National 
Underwriter Want Ads Rode 


One Inch, One Column wide one time $3.75 
Write, Wire or Phone to 


The National Underwriter, 1362 Ins. Exch. 
Phone Wabash 2704 CHICAGO 











The Goods --- Salesmanship 


The Same Salesmanship will sell more if the thing sold is what 
the potential buyers want. 

The Life Insurance company that appreciates present condi- 
tions will make its policies attractive. 

The Farmers National Life Insurance Company has a Com- 
plete line of up-to-date policies that includes policies that can be 
written on any age from one day to sixty years; Policies that con- 
tain the Accidental Death Benefit without exceptions and the 
Monthly Income Total Disability Benefit; Monthly Income and 
Yearly Income Policies; Policies maturing as endowments at age 
60 and at age 65; Child’s Educational Endowment Policy; and 
“the two greatest ever” — the “Guaranteed Options” Policy and 
the “Complete Protection” Policy. 

The agents of the Farmers National Life wrote 44 per cent 
more business in April, 1921, than in April, 1920. Figure out 
what that means. 

I can offer you as good territory as there is in Ohio, Indiana, 
Illinois, Missouri or lowa. Write me — right now. 


John M. Stahl, President 


FARMERS NATIONAL LIFE 
INS. CO. 


Farmers National Life Building 
3401 Michigan Ave. CHICAGO, ILL. 











THOMAS J. OWENS, President 


Capital, $200,000 
All of the stock is held by « few 


CENTURY LIFE INSURANCE CO., ‘iit buiing 


a, oe 


NO ORGANIZATION EXPENSE Surplus, $100,000 


tial b men Managed by men experienced and familiar with all de 





of Indiana who 


build « real life insurance company. 





ve in the ability of the management to 


partments of life insurance work. 


We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 

If you want to be affiliated with an institution that has real red blood in its veins---that has all the elements of growth and permanency— 


Tell us where you want to work 


CLAUDE T. TUCK, Secretary 
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Insurance in force tien $128 ,000,000 























PAN - AMERICAN CONVENTION 
Agency Convention Held at Home Of- 
fice in New Orleans 
April 14-15 





The Pan-American Life of New Or- 
leans held a large and _ enthusiastic 
agency convention April 14-15 at its 
home office, at which time more than 
100 representatives of the company were 
entertained. 

Discussions were conducted by the 
home office officials, the program being 
devoted to constructive consideration of 
recent developments in the life insur- 
ance business. The counsel and advice 
of the general agents was solicited and 
suggestions and hints from the larger 
producers encouraged. One of the out- 
standing features of the meeting was a 
series of talks given by Charles W. 
Scovel, ex-president of the National As- 
sociation of Life Underwriters. His 
presentation of “A Life Time Financial 
Program” and his address on “Stabiliz- 
ing Business With Life Insurance” were 
enthusiastically received and brought 
forth animated discussions. 

While the larger part of the time was 
devoted to the business meetings, con- 
siderable attention was given to amuse- 
ment and the guests were given the 
best entertainment that the quaint and 
historic old city of New Orleans 
affords. 


SUGGESTIONS 


IN SALESMANSHIP 
(CONTINUED FROM PAGE 11) 
life insurance. An agent who knew of 
his investment in hides one day called 
on him and said, “Mr. Blank, if the 
market in hides should go wrong you 
would stand to lose perhaps a million 
dollars, would you not?” “Very likely 
more than that,” said the capitalist, 
“but my resources are such that I could 
handle the situation.” “Yes, if you were 
here,” replied the agent; “but, if you 
should suddenly die then—at the wrong 
time, as men usually do—what would 
happen? Moreover, before ever your 
executors or administrators could use 
the resources of your estate to protect 
your holdings, the government and the 
state would lay heavy hands upon them 
for inheritance taxes.” “You know,” 
said Mr. Blank, after a moment’s 
thought, “that never once occured to 
me, and no other life insurance man 
suggested it to me. I must cover that 
contingency.” Result, a six-figure ap- 
plication! Perhaps you know some 
wealthy man, or some corporation simi- 
larly situated. 
* * 

Miss no opportunity to get from a 
satisfied policyholder an introduction to 
his relative or friend. You cannot find 
a better opener. 


Prepare for Northwest Congress 


The Northwest Congress of Life 
Underwriters will hold its annual meet- 
ing at Madison, Wis., July 1-2. The 
Wisconsin people are shouting for an 
attendance of 1,000. The officers and 
local Madison committee chairmen are: 
A. C. Larson, president; C. M. Hodgin, 
first vice-president; Chas. Faust, second 
vice-president; J. C. Kuck, secretary; 
C. H. Berhorst, treasurer. 

Chairmen of Local Committees— 
Finance, C. L. Miller; Program, Fred 
F. Frusher; Publicity. G. W. Henika; 
Amusement, Harry French; Banquet, 
A. P. Gasser; Reception, Geo. A. Bois- 
sard; Registrations and Hotel Reser- 
vatiosn, N. J. Frey. 


Walter Pilgrim and Frank Bosten 


The Old Colony Life of Chicago has 
established a district office at Muscatine, 
Ta. Walter Pilgrim, formerly a solicitor 
for the Prudential at Muscatine, and 
Frank Bosten, formerly connected with 
a theater there, will be in joint charge 
of the new office. 


W. A. Kantelhener, an agent working 
out of C. D. Rodman’s general agency 
of the Northwestern Mutual at Louis- 
ville, is at Carnegie Institute, taking a 
special course in life insurance. 

















That equality of oppor- 
tunity which makes the 
Life Insurance business 
worth while is found in 


The 


Square 
deal 


Agency Contract 


For proof of this, write to 


Nat henalZ? 
insurance Company 


Home Office, Madison, Wis. 











Agency Co-Operation 
through direct mail advertising is just one o 
the features which give Fidelity field men a dis“ 
tinct advantage. Last year we distributed 41,341 
direct leads—all interested prospects who re- 
quested information. This service, and its 
original policy contracts, enabled Fidelity to 
show an increase of 28.35 per cent. in paid busi- 
ness last year. 

Fidelity operates in 40 states. Full level net 
premium reserve basis. Insurance in force over 
$203,000,000. Faithfully serving insurers 
since 1878. 

A few openings for the right men. 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 








“SOMETHING 
NEW FOR 
AGENTS” 
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National 
American 
Life 
Insurance 
Company 
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Burlington, lowa 











MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience. 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General Ag 
in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 











HOTEL WISCONSIN 


Big Hotel of Milwaukee 


HEADQUARTERS for INSURANCE MEN 
500 Rooms—400 with Bath 








Ra 











May 5, 1921 


LIFE INSURANCE EDITION 13 














The 
Columbian 


National Life 


Insurance Company 


Boston, Massachusetts 


ARTHUR E. CHILDS 


PRESIDENT 


Paid Life Insurance for 
Year 1920 over 
$35,000,000.00 


Life, Accident and 
Health Insurance 


Low Guaranteed Rates 











HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 

— 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 





HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 








FOUNDED 1865 


The Provident Life 
and Trust Company 


of Philadelphia 


(Penna.) 


“Tantamount to a 


Sight Draft” 


A Provident Long 
Endowment is not 
only payableimmedi- 
ately should the in- 
sured die; if he lives 
to the maturing date 
specified in the policy 
it is tantamount to a 


sight draft. 

















NEED FOR MORE REAL 
UNDERWRITING URGED 


Trend Toward Sub-Standard Busi- 
ness Shows More Elasticity 
Is Required 


MAKE RULES TOO RIGID 


Standards Established and Risk Is Ac- 
cepted or Rejected as It Meets 
Those Standards 


PHILADELPHIA, PA., May 3.— 
Among life insurance officials in the 
east one of the great subjects of the 
hour is substandard business. Every- 
one is interested in it. A remark on 
substandard business will start almost 
any life insurance executive in the east 
talking. The question is a live one. It 
is now very generally recognized that 
the time has just about been reached 
when life companies will have to stop 
saying that they will only take this, that 
or the other kind of risk; that they will 
write only applicants who measure up 
to their own particular and perhaps 
strict standards, but there will have 
to be considerably more elasticity of 
underwriting. In fact today most com- 
panies do no underwriting, as the word 
is usually understood. They have sim- 
ply established a set of standards, and 
a risk is either accepted or rejected as 
it meets those standards. A risk that 
falls short of the requirements is not 
studied and its merits weighed to de- 
termine upon what basis it can be 
written. 


Hard and Fast Rules Passing 


3ut the day of hard and fast life in- 
surance medical rules is passing. More 
and more companies are getting into 
the substandard business. Many are 
already ifrtit without being willing to 
say so. That is, a number of companies 
are passing border line cases without 
necessarily having substandard depart- 
ments to handle them. A good agent 
sends in an application from a good 
risk who is just slightly impaired. The 
company first attempts to induce the 
assured to take some other form of 
policy, but if this fails comes back with 
a proposal for rating up a few years. 
Perhaps the assured recognizing his im- 
pairment is willing to accept the propo- 
sition and the policy is issued. It is 
really an wunderaverage case, an im- 
paired risk, but a company indulging in 
this practice would vigorously deny that 
it transacted a substandard business. A 
company does not have to be operating 
a full-fledged impaired risk department 
in order to be in the substandard busi- 
ness. A great many companies have 
already gotten their feet wet, so to 
speak, on substandard risks, and are ap- 
parently willing to reach out further in 
the development of this phase of life 
underwriting. 

Against “Rule of Thumb” 


“We will have to soften and modify 
some of our unelastic rules,” said a 
well known eastern official recently, “or 
we are going to fall down in rendering 
real life insurance service. A life in- 
surance home office that has a well 
equipped executive, medical and under- 
writing staff, has no business to oper- 
ate on the rule of thumb practice. For 
instance, it cannot be said that a heart 
murmur is a heart murmur without 
modification. By that I mean that we 
may have an applicant for life insur- 
ance, who is a bank president, has an 
excellent position, a good home, is 
closely observed by a family physician 
and leads a temperate and well regu- 
lated life. He has a heart murmur. His 
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The Prudential Insurance Company of America 
Forrest F. Dryden, President Home Office, Newark, N. J. 


Incorporated under the Laws of the State of New Jersey 
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HOME OFFICE TOPEKA KANSAS 


THE BIGGEST POINT 


Any life insurance salesman who has “‘been thru the mill’’ sooner or later 
realizes that home office executives who have had long experience actually 
selling insurance in the field, are best equipped to assist others in selling. 

That is the big point that appeals to those live agents in Kansas who have 
been able to see something more than “‘a new company” in THE NATIONAL 
RESERVE LIFE, of TOPEKA. 

The President of this unique company has built up a state wide prestige and 
good will thru twenty years of successful insurance experience. 

In organizing the NATIONAL RESERVE LIFE he had in mind the creation 
of those elements that would most appeal to high grade, enterprising men who 
want to create something of permanent value to themselves. 

NATIONAL RESERVE LIFE policies were built to sell in competition with 
any others. NATIONAL RESERVE | LIFE field cooperation has been designed 
to fully satisfy the needs of good men rather than to tickle the vanity of home 
office executives. 

THE NATIONAL RESERVE LIFE is young, sound, vigorous, enlightened 
and bound to win. 

It has some unusual “ground floor” opportunities for the right kind of men. 
You'll want one! 








‘ Write al once for particulars, to 
GEORGE GODFREY MOORE, President. 
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Great Southern Life || 


Insurance Company 


HOUSTON-DALLAS 
‘**Texas’ Hundred Million Dollar Company”’ 


Has never issued a policy with 
Double Indemnity 
Premium Reduction 
Coupons 
Group Insurance 
(No frills or trimmings) 
Issues only 


Plain, Simple Contracts 


Full Reserve Values 
(Cash, Paid Up or Extended Insurance) 


Full Total Disability Benefits 
Monthly Income Payments to Beneficiaries 
in All Approved Forms. 


We offer no inducements to agents except prompt service and fair 
treatment. All business conducted on strictly cash basis. 


O. S. CARLTON, President, Houston 
E. P. GREENWOOD, Vice-President, Dallas 














WANTED 


A General Agent for Cincinnati 
By 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 
Look up the record of this Company, then write the 


Secretary for particulars. Here’s a life-time opportunity 
for the qualified man willing to work. 








‘THE FARSEEING AGENT KNOWS 






The demon- 
that his strated values 
abilities linked offered your 
. prospect 
up with the Ssmiwat WILL GAIN HIS 
policies of E INSURANCE COMPANY  conNFIDENCE 


of BOSTON, MASS. 


MUST WIN ALL THE TIME 








Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
First 10,000 shares sold, over $100,000 deposited 
with State 


WANTED: First class agency man: must 
be of undoubted experience and ability 











WANTED * Moe 


BY 
THE GEM CITY LIFE INSURANCE CO. 
OF DAYTON, OHIO 


Write the Home Office ebay A | Here's an opportunity for a 
Saius wet Sem floor with a progressive 





young company 














, 
chances for fiving are as good as any- 
body with a heart murmur. 

“Again we get an application from a 
man handling freight on a steamship 
dock. He has poor home surroundings, 
has to work hard, does heavy manual 
labor and has no chances of improving 
his condition. He, too, has a heart mur- 
mur. Are these cases at all compar- 
able? Is not the one man a really good 
risk, and the other a highly undesirable 
one? Why should we toss them both 


aside with the remark that they are both 


heart murmur cases and cannot be con- 
sidered? All of the men having heart 
murmurs do not die within two or three 
years after the impairment is discov- 
ered. Some of them live. It is natural 
to expect that the best ones live the 
longest. I think we can do a great deal 
more underwriting, more actual pass- 
ing on business in life insurance than 
we are doing. I cite this heart mur- 
mur case to show that an examination 
of the facts, a study of the circum- 
stances surrounding cases presented 
will give the underwriter and medical 
man an opportunity to really weigh 
each case on its merits and provide a 
basis for rating that fits the individual 
circumstances.’ 


Bad Effect of Rejections 


To understand the present drift of 
life companies toward the substandard 
business it must be borne in mind that 
the companies do not feel that great 
profits are to be earned in_ writing 
underaverage lives. They are being in- 
fluenced to get into the substandard 
business largely because of the desires 
and needs of the agency forces of the 
country. Agents say that it is not only 
unsatisfactory but decidedly unfair to 
reject an applicant for life insurance 
without giving any reason for the ob- 
jection, but merely stating that the 
business is not wanted and cannot be 
written. Word of this kind from a life 
insurance company leaves a very bad 
taste in the applicant’s mouth. He is 
told, without being told why, that his 
case cannot be accepted. He becomes 
puzzled and alarmed. He at once de- 
cides that he will have the thing that 
he has been told he cannot have. He 
commences to shop around. He wants 
life insurance—he does not care what 
kind. Perhaps he falls into the hands 
of an unscrupulous agent. In most cases 
he finishes up by getting the kind of 
policy that he does not want, in the 
kind of company that he has no par- 
ticular liking for. He is scared into 
taking life insurance on the wrong plan, 
with an agent who makes little or no 
effort to meet his life insurance needs, 
and in a company that makes him think 
that it is doing him a favor by writing 
him any kind of a policy. 


All Insurable at a Rate 


The life insurance companies are in 
business for the purpose of writing life 
insurance—not for the purpose of ac- 
cepting only such cases as may suit 
their fancy or meet their particular re- 
quirements. It is said that the New 
York Life used to advertise years ago 
that it would insure any man not dead. 
This is not an unreasonable proposi- 
tion. Every man is insurable at a rate. 
Perhaps the premium may be extremely 
high but if it is high enough the com- 
pany can make a profit on the business 
and be perfectly safe in insuring even 
the most seriously impaired risk. 


Compared With Fire Insurance 


“Why is the underwriting of life in- 
surance any different from the under- 
writing of fire insurance?” asked an 
official especially interested in sub- 
standard business. “The fire companies 
write all kinds of risks. They write 
fireproof buildings, but they also write 
frame garages. The fireproof buildings 
are good safe risks. They will not burn 
easily, and there is a small possibility 
of a total loss. The garages are highly 
inflammable, contain dangerous hazards, 
and if a fire starts, are likely to burn 
up. Yet the fire insurance companies 
do not say they will not write frame 
(CONTINUED ON PAGE 16) 
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The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, Ia. 


Wants three state agents for 
Central West 


A Good Chance for 
Reputable Men 




















ACTUARIES 


_— F. CAMPBELL 
CONSULTING 
ACTUARY 








76 West Monroe S' 
Telephone Randolph 918 918 


CHICAGO, ILL. 











ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 











_—— J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bidg. 


INDIANAPOLIS 
Kraft Building, DES MOINES, IOWA 








rr C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








. ¥ J. McCOMB 
COUNSELOR 








CONSULTING vACTUARY 
Premiums, er ues, 
$e, Clee te gy Lt and Exam- 

Sissel peiag 
Colcord Bidg. MA CITY 
J H. NITCHIE 

ACTUARY’ 

1838 Association Bldg. 198. LaSalle St 
Telephone State 4992" CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 


Author of 
“System and Acceunting” 
209 So. La Salle St. CHICAGO 











INSULTING ACTUARY 


| ae oe S. WITH INGTON 


402-404 
Te Wee ith DES MOINES: IOWA 


























A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing 8 Penn Mutual 
Policy, containing Penm Mutual Values, 
makes an Insurance Proposition which ia the 
sum of all ite Benefits, is unsurpassed fer act 
lew cost and care of interest of al] members. 


The Penn Mutual 
Life Insurance Company 
of ‘Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 
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Gordon Thomson of the West Coast Life Works Out a Valuable 
Formula for Arriving at Results 


| MONEY VALUE OF A HUMAN LIFE 
| 








dent and actuary of the West 

Coast Life of San Francisco, has 
worked out some interesting statistics 
as to the money value of human life. 
He shows that this varies with the age, 
industry and ability of the particular 
human under consideration. The sim- 
ple methods of valuing in terms of 
money a human life is, according to 
Mr. Thomson, to take the difference 
between gross earnings and personal 
expenses of a life and estimate the 
present value of the amount earned 
over the periods represented by the 
average after lifetime of a person of 
the same age. Pursuing the subject 
further, Mr. Thomson said: 

I shall call the difference between the 
gross monthly earnings and the actual 
individual expenses of the one life only 
under consideration the “monthly sur- 
plus earnings” or the “monthly net 
value” of the life. 

The money value of any life is the 
value of an “annuity certain” for the 
period of the average after lifetime, of 
lives of the same age. This period is 
known to insurance men as the “expecta- 
tion of life.” The amount of the annuity 
to be valued is the “monthly surplus 
earnings.” We shall assume 6 per cent 
and also 8 per cent interest rate in valu- 
ing the annuity. 


Value of $100 of Monthly Surplus 
Earnings 


Gen THOMSON, vice-presi- 


The following table shows the total 
value for the different ages per $100 of 
“monthly surplus earnings.” 


Value Value 
Age 6percent 8 percent 
DGKEGivesebseeedesdee $18,600 $15,000 
Cpicectsédedacwwneee 18,000 14,580 
Tvbtaecdgcotendndsoonn 16,680 13,860 
Mcsetdéeusseesanneeed 14,700 12,600 
Gitneneeenunesseeene 11,760 10,500 


In valuing the future monthly surplus 
earnings we should allow particularly in 
the case of young lives for the future 
increases in the earning power as they 
mature in ability and experience. 

By the death of a life capital asset 
lost is the above amounts for each $100 
of “monthly surplus earnings.” 

This loss is suffered by dependents or 
the community at large or by both. The 
difference, if any, between the loss suf- 
fered by the state or community through 
the loss of a productive life. 

If we have a married man with de- 
pendents consisting of wife and child 
and gross earnings of $200 per month, 
and the age of the married man is 30, 
it seems reasonable to assume that one- 
half his income of $200 monthly will be 
absorbed by his wife and child, 

The entire loss of surplus earnings in 
this case would be borne by the wife 
and child and the above table shows this 
man should be insured for $18,000, or at 
least $15,000 on an 8 percent basis of 
interest. 

How Value Is Figured 


If the dependent is the mother, say 
aged 60, the loss to her is a life annuity 
of $100 per month for the remainder of 
her lifetime. In this case we are not 
considering the entire value of the life 
of age 30, but only the value to the 
mother aged 60—of the $100 per month 
that he has been giving her. To secure 
this value to her the life of 30 should 
be insured for $12,000. 

A life of 30, gross income $500 per 
month, we will asusme will personally 
consume $200, leaving $300 per month 
for others. This life has a money value 
to others of $54,000 on a 6 per cent basis. 

It must not be overlooked that the 
money value of the life to itself is the 
assurance of ample support in old age 
when the earning power will diminish 





or may cease. An endowment at 65 or 
70 will furnish this pension and cover 
death loss as well. 

It is apparent that the majority of 
people are underinsured, hopelessly so, 
and after inducing them to take out as 
much regular insurance as they can 
afford they should be urged, in my 
opinion, to protect themselves with con- 
vertible and renewable term insurance 
rather than allow their families or them- 
selves to carry the risk. 

The average policy is about $2,000 at 
present. It should be about $4,000, at 
least if the people were as fully insured 
as buildings are against fire which only 
sometimes happens, while death always 
does happen, sooner or later. 


Business Value 


In connection with group insurance 
the estimated cost of training a skilled 
workman is as much as $1,000. Higher- 
ups and more important managerial 
executives of large corporations are fre- 
quently of tremendous value to a com- 
pany. It is current knowledge when 
Harriman was sick the stocks of his 
railroads dropped in value on the Stock 
Exchange and recovered as he recovered. 

The man of ability who has also had 
a mature experience in managing a 
business cannot be replaced for many 
years, frequently, and in the meantime 
his successor, by making poor contracts, 
has greatly diminished the earning 
power of the corporation. If a valuable 
man’s loss causes the profits to shrink 
from $2,000,000 per annum to $1,500,000 
per annum that man’s life is worth all 
the coverage the corporation can secure 
and it may be worth more than there are 
insurance companies to carry and re- 
insure the risk. 

It is worth five, ten or fifteen million 
dollars. 

Crediter Value 


Creditor’s interest in a debtor is the 
money value of that life to creditors. 
Any institution, charitable or educa- 
tional, has a money value in the life of 
a generous and consistent donor of con- 
tributions. The money value is a life 
annuity on the life of the donor equal 
to the annual gifts. 

This amount will only replace the lost 
maintenance to a family of a young man 
who has been earning, say, $150 a month. 
It was the minimum the government felt 
it could offer. The United States was 
the only government which did this un- 
precedented humane act. 

The man of large earning power, 
recognizing that $10,000 was not enough, 
tried to more fully protect himself by 
further insurance. 


Epidemic and War 


The loss of money value of human life, 
excluding property, in the European war, 
has been estimated at $200,000,000,000. 
The influenza epidemic was more de- 
structive and costly than the four years 
of the Great War, as far as the money 
value of human life enters into the 
calculation. 

Wars and epidemics by leaving mil- 
lions of unprotected dependents, produce 
misery and unhappiness in large tracts 
of the world. These spots, by their poor 
environment, are the incubators of in- 
fectious disease germs. 

Dr. George Newman, a noted authority 
on public health, has written, “The only 
sure defense against sudden and murder- 
ous epidemics is to raise the whole 
standard of life of all nations. Life 
underwriters can do a large part of this 
by underwriting against loss of earning 
power. 





E. A. Marthens, general agent of the 
Great Northern Life of Wausau at Mil- 
waukee, has been appointed delegate to 
represent the Milwaukee Kiwanis Club 
at the national convention to be held in 
Cleveland. 





F. N. L. Building, 
3401 Michigan 





We Want 


DISTRICT AGENCY MANAGERS 
| OHIO!! 
sane to hear from good personal producers who renew at least 80 per cent 


Farmers National Life Ins. Co., 


Chicago, Ill. 








THE TWIN CITY LIFE 


Insurance Company 
MINNESOTA 


$4,421,000 


SAINT PAUL 


Insurance in Force, 


Surplus to Policyholders, 136,384 


Do you want to locate in the Northwest? We can offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. 

We are not trying to make a record for size, but we do write a nice 
clean business, combined with real service to our policyholders. 

If your viewpoint and ours agree, we can do business with each 


other. 
WRITE US 


A. M. MIKKELSON, Secy. J. IVAN RHEA, Supt. of Agents 











1867 1921 


THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 
RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine per cent of all business written 
since organization still in force. 


For information address: Home Office, Des Moines 








The Farmers & Bankers Life 


Insurance Company 


Largest volume of business—Greatest amount 
of assets—Largest yearly production of any 
Kansas life insurance company. Truly it 


LEADS THEM ALL [8 KANSAS 


Home Offices Wichita, Kansas 








RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 


ST. PAUL, MINNESOTA 














WANT ADS oorcit vide 337s 
NATIONAL UNDERWRITER, 1362 Insurance Exchange, Chicago, Illinois 























THE NATIONAL 


UNDERWRITER 
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The Test of Service 


The ultimate success of a life insurance company 
depends upon what those who have bought its 
policies in the past think of the service they have 
received. The Massachusetts Mutual passes this 
test with flying colors. Over $45,000,000, or 35%, 
of the business delivered last year was on the lives 
of men and women already insured in the Company. 


JOSEPH C. BEHAN, Superintendent of Agencies 
Massachusetts Mutual Life Insurance Company 


Springfield, Massachusetts. 
Incorporated 1851 








Organized 1871 


Life Insurance Company of Virginia 
Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 


Issues the Most Liberal Forms of Ordinary Policies from $1,000.00 to $50,000.00 
and Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1920: 
$ 24,143,510.56 
21,803,452.41 
2,340,058.15 
207,301,719.00 
1,983,096.17 


$25,823,269.97 


Liabilities 

Capital and Surplus 

Insurance in Force 

Payments to Policyholders. .............0ccccsceccesees 
Total Payments to Policyholders Since Organization 


John G. Walker, President 








THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now ing. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Pittsburgh, Pa, . 


rmers Bank 


Reliance Life Insurance Company of Pittsburgh "Guiding 











Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 
PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 








a OUR We have a contract for you under which your 
ERVICE income will be limited only by your activities 
A REAL PROPOSITION FOR A REAL MAN 
DETROIT 


FEDERAL CASUALTY COMPANY, miciicin 


Cash Capital, $200,000.00 V. D. CLIFF, President 


One 








“SAFE AS A GOVERNMENT BOND”) ¢ 


©) The OHIO STATE LIFE 


- LIFE, HEALTH, ACCIDENT=c MONTHLY INCOME INSURANCE. 


jaan LATEST POLICIES AND AGENCY CONTRACT Baiai ine 
Openings OHIO, IND,, KY. MICH. and W.VA. Write Columbus 





NEED FOR MORE REAL 
UNDERWRITING URGED 


(CONTINUED FROM PAGE 14) 
garages. They will accept this business 
but they will charge enough for it so 
that they can make a profit on the class. 
Frame garages burn more readily than 
fireproof sprinklered risks, but if the 
companies can write enough frame gar- 
ages so as to get an average and charge 
a high enough rate the business can be 
written at a profit. 


Only Question as to Rate 


“The same principle holds true in 
life insurance. The man with a history 
of tuberculosis in his family is not as 
good a life insurance risk as the man 
whose record shows no traces of tuber- 
culosis. But the man with the tubercu- 
lar family history can be written for 
life insurance if he is charged a higher 
rate. The total premiums produced 
under this class (and a separate class 
should be made of such cases) will 
bring in enough money to pay all the 
death losses of this class and leave 
some profit. In other words it may be 
stated that every risk is insurable. It is 
only a question of knowing how high a 
rate to charge. To carry my idea to 
its final conclusion a man on his death- 
bed could be insured for $1,000 by 
charging a premium of $1,000 for the 
policy.” 

Endowment May Not Fit Case 

Companies are inclining more and 
more towards the establishment of reg- 
ular substandard departments because 
although a number of companies are 
today accepting border line cases, the 
handling of the business is hardly sat- 
isfactory to agents in the field. <A 
prospect for example applies for an 
crdinary life policy. An examination of 
the case shows a slight impairment, The 
company without consulting the agent 
or applicant issues a 15-year endow- 
ment, sends the policy on to the agent 
and asks him to deliver it to the as- 
sured. The agent tries to make deliv- 
ery but finds that for a number of rea- 
sons the policyholder is very much 
opposed to endowment insurance. 

An endowment policy may not fit 
the case. In brief, the policyholder 
has no use for an endowment, does not 
want one, and is not at all pleased at 
the effort of the agent to force him to 
take an endowment policy or nothing. 


Would Prefer Rated-up Premiums 


Such a policyholder would in much 
better grace pay a rated-up premium 
for an ordinary life policy. He has been 
sold the ordinary life idea, wants his 
life insurance on that form, and is not 
easily persuaded to change his whole 
conception of his insurance plan. The 
company that is willing to issue an en- 
dowment contract to such a _ policy- 
holder is in the issuing of the policy, 
actually admitting that the case is write- 
able and is repudiating its own argu- 
ment that the case is undesirable. 


Not a New Line 


Substandard business is nothing 
new. The New York Life commenced 
writing under average lives as long ago 
as 1896. This company made more or 
less a specialty of the writing of under 
average cases and then came the life 
insurance investigation resulting in 
companies being restricted in their 
writings. The substandard business was 
further penalized by the adoption of all 
companies of maximum limits. The 
New York Life has admittedly collected 
the most valuable data on substandard 
experience. The company has adopted 
a very generous attitude and has made 
substandard business. There is a desire 
on the part of a number of the big med- 
ical men in the east to devote a certain 
amount of time to research work with 
a view to forming a few guiding prin- 
ciples. With the gradual letdown in 
business that is already noticeable, it is 
certain that substandard business will 
be more carefully studied and more 
largely developed during the next few 
years. 





public a great deal of its experience and 
information. It has given out its tables 
and numerical system of rating. The 
substandard business is just as mathe- 
matical and precise as any other branch 
of life insurance. In order to prove suc- 
cessful it must be conducted along ex- 
act lines with definite rules. There is 
still much guesswork in the writing of 
impaired risks, but good results over a 
long period of years can be obtained 
only by the companies equipped with 
experience tables that mean some- 
thing. The success or failure of a sub- 
standard department rests upon proven 
tables and knowledge of probabilities. 

Even the smaller life companies are 
feeling their way in the writing of such 
standard business. They have shown a 
willingness here and there to waive the 
rules and write a risk not meeting all of 
the standards. Companies of all sizes 
have been reaching out into the sub- 
standard field to some extent. 


Hindered by Flood of Business 


There is no question but that the 
great flood of new business that has 
come over the life insurance counters 
of the country during the last couple of 
years has operated to hinder a more 
general development of substandard 
business. Companies have not felt the 
necessity of accepting risks not up to 
the usual requirements. It has been too 
easy to get the kind of business wanted. 
But this situation is gradually chang- 
ing. Business is being written with 
greater difficulty. Cases are coming 
harder. The men in the field find that 
it is necessary to spend more time now- 
adays to get the same amount of busi- 
ness. As writing conditions become 
harder companies will give more atten- 
tion to the handling of border line 
cases. The desire to keep up the vol- 
ume will be a strong influencing factor 
with all companies. In order to equal 
last year’s figures companies will be in- 
clined to write all applicants on some 
basis. Substandard business will be 
studied more carefully. The effort will 
be made to write any risk that is offered 
on some basis. Medical men will pre- 
pare further tables and work out gen- 
eral guides. 

Interests Medical Men 


The substandard question is one that 
is very fascinating to medical men. 
Many of the bright minds in life insur- 
ance medical ranks are eager to have 
an opportunity to study the writing of 


Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 





We Issue 


Standard Ordinary and 
Industrial Policies 


JOHN C. MAGINNIS 
President 


JOSHUA N. WARFIELD, Jr. 
Vice-President 


JOSEPH H. LEISHEAR, Jr. 
Secretary-Treasurer 


J. HOWARD IGLEHART 
Medical Director 

















